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\| Be Happy? 


Precision FRAMES 


These modern frames are in line with modern needs. 
They're the kind that build trade for you, Mr. Dealer. 
Masterpieces of design, they have the refinements 
and qualities that can only be attained by specialized 
manufacture in a modern factory, with expert work- 
manship and modern precision machines. We use 
choicest Idaho White Pine and Ponderosa Pine, care- 






























































fully kiln-dried. Every fitting is precise, every joint 
is weathertite, every frame, when set up, is SQUARE, 
ready for the sash. Made in standard and to special 
detail. Our Permatol-treated frames bear the brand 
of NDMA, signifying minimum standard approval of 
National Door Mfrs. Assn. 


Long Lake Lumber Famed for Quality 


Idaho White Pine and Ponderosa, from sound straight- 
fibred timber. Mixed Cars—Frames, Package and Lin- 
eal Trim, Mouldings, Lath, Cut Stock. 


LONG LAKE LUMBER COMPANY 


SPOKANE PINE PRODUCTS CO. 
SPOKANE, WASHINGTON 
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CT More than any 


other 


building material, WOOD 
has more beauty —and 
assures lifetime endur- 
ance — when adequately 


; protected. 


Protection Products Mfc 









Mfrs. of PRESERVATIVE SOLUTIONS for (20) 
Research Laboratory and Plant KALAMAZOO, 
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Years 









Medford 


Complete 


service WeStern Pines ana Firs 


Wide, Thick 
SUGAR PINE 
SELECTS 


Kiln-Dried in Moore 
Cross-Circulation Kilns 





The large Medford plant, 
with increased capacities 
and improved facilities, is 
better-than-ever equipped 
to supply your needs in 
Western Woods. Complete 
planing mill, cut stock de- 
partment. 


Yard Stock, Cut Stock, 
Lath. Mouldings. Factory 
Items. 


Medford’s large holdings 
of choice timber insure a 
constant supply of care- 
fully-seasoned stock. Mill 
capacity, 240,000 feet per 
8-hour day. 


Member Western Pine Assn. 
West Coast Lumbermen’s Assn. 





Medford Corporation 
Medford, Oregon 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 














2 CHICAGO, JULY 12, 1941 resus ps rae aie 
OFFICES: Feat 
eatures 
Eighth Floor, Manhattan Building 
- “aaa st. ek ae re ee 23 
THE STATUS OF RETAIL LUMBER DEALERS UNDER THE FAIR LABOR 
Telephone, Harrison 4687 ge Ri I D2 Bh eR I LORI Ala 24 
Small Sales Are Profit Sales in a Small Community.................. 31 
C. W. DEFEBAUGH, President Contest: How to Prevent Time-wasting Customers from Wasting Your 
M. B. DEFEBAUGH, Vice President I os bras bs cari deme 2a ee eae FR aa ee eee 36 
ELMER C. HOLE, Secretary & Mgr. Wage-Hour Committee Recommends ne Minimum, Intrastate Con- i 
aides emer} meee were 
Published Every Other Week by Lumber Declares Its Ability ¢ to — for utew.. ee eee 46 
THE AMERICAN LUMBERMAN Seek Funds to Improve Industry Standing in Public Opinion.......... 47 








431 South Dearborn St. 
CHICAGO 





ELMER C. HOLE, Editorial Director 

R. P. FALES, Editor Retail Department 

R. Y. KERR, Editor Realm of the Retailer 
E. G. GAVIN, Associate Editor 

J. F. SHROCK, Associate Editor 

P. W. WATSON, Associate Editor 

E. H. JOHNSON, Associate Editor 

J. A. GAMBLE, Market Editor 

W. G. SIMPSON, Advertising Manager 
J. P. AUSTIN, Manager Western Department 
F. E. WELLMAN, Circulation Manager 
SID V. STREATOR, Art Director 


TERMS OF ANNUAL SUBSCRIPTION 
POSTAGE PAID: 


In the United States and Mexico, $3; 
Canada, $4; in the United Kingdom and 
All Other Countries in the Universal 
Postal Union, $6. 


Orders to discontinue should be ac- 
companied by payment to date. In 
requesting changes in address, please 


| give old as well as new address. 


Single copies, 25 cents. Copies of issues 
prior to current year will be supplied 
when possible at a uniform price of $1 
each. 


Entered as Second Class Matter 
March 28, 1932, at the Post Office at 
Chicago, Illinois, Under the Act of 
March 3, 1879. 


Copy for new advertisements should 
be in this office not later than fifteen 
days before date of insertion. 





MEMBER AUDIT BUREAU 
OF CIRCULATIONS 





COPYRIGHT 1941 








BY AMERICAN LUMBERMAN 


Association Plans and Activities 


Association Plans and Activities....................00 0.0.00 eee eee, 58 
re Cia. pk ae edd R ee ke DEN le CL ERE 59 
Among the Laumbermen’s Clubs. ........ 0... c cee cece 57 
Departments 
American Lumberman House Plans................................. 5l 
I is. ey uegiion’ oeareeede x aitedine melee Sr eens 50 
ig soa cote Keck 6 edly WRREROE TY Dek tee kee eens 54 
Lumberman Poet and 50 Years Ago................................ 65 
ee ene ro 62 
2 ys aa ae a leeee nek eee oeee ee ae ... 48 
EE ee 
0 ee Tere eee 
0 Ee ee nr Kerr ere eer ee 
EE NT TE Ee Oe eee 60 
Records: Business....... 66; Hymeneal......... 75; Obituary......... 74 


I ns 5. 1 whic ows Soqueaitiltpelinicd yatta d-dedr a: Sokdioute bce eae ae 70 
Market News from Nation’s Lumber Centers......................... 68 
Ns aw eel eREw UE AS ee ee ke eee 72 
ee 
I ck 0G bk eA aN WO OA oo bees one eee 67 
5 EO ee Pee Tee nT reer AT 75 


INDEX TO ADVERTISERS PAGES 79-80-8 1-82 











22 





Amemcanfiunherman July 12, 1941 





™ Se. on 
SS ens 









and DOOR 
A CVOLUTIONARY 


* EASY TO APPLY 
Fro" TEAS te mwa ndsny has en sachin for © aang mati ht BETTER PERFORMANCE 


superior to putty and yet not too expensive or too difficult to apply. Here is the 


answer—ARM-GLAZE. After years of exhaustive laboratory and field tests with the + LONGER LIFE 


material actually on the job, The Armstrong Company offers ARM-GLAZE as the one 


elastic glazing material that assures speedier application and longer material life. Its 





low price coupled with an economical application cost affords you the opportunity of 


SEND FOR YOURS TODAY! 
THE ARMSTRONG COMPANY 
240 SOUTH POST AVE.,. DETROIT. MICH. 
Please send me sample and full details of ARM-GLAZE; alo 


giving a quality job at a reasonable figure 


Try ARM-GLAZE for inside or outside glazing of wood or metal sash 


‘ ARONG 5 


price list. 
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This Country of Ours 


Interest Growing in All-American 
Canal to Sea 


N ILLINOIS reader writes 
expressing his interest in the 
suggestion advanced in the 

AMERICAN LUMBERMAN issue of June 
28, tentatively advocating the widening 
and deepening of the Erie Canal (now 
a part of the New York State 
Canal System) to make possible the 
transit of fairly large ships. At pres- 
ent the channel of the Barge Canal is 
nowhere less than twelve feet deep, 
with width varying from 100 to 125 
feet. There are 35 locks on the Erie 
branch of the New York State Canal 
System, which branch runs from 
Albany to Buffalo, with entrance 
thereto via the Hudson River from the 
port of New York. 

The proposed development is sug- 
gested, not for immediate execution, 
but as a project to be initiated after the 
war clouds have cleared away—a time 
no man can foretell, but which even- 
tually must come—when large public 
and industrial projects perforce must 
be planned and carried through to 
utilize and absorb excess man power 
and materials, now channelled through 
war and Defense activities. 





Our correspondent calls attention to 
the fact that each of the several suc- 
cessive steps of construction of the 
Erie Canal, separated over a long term 
of years, have in their turn well served 
the State and the nation, supplying the 
expanding transportation needs of vast 
areas then not served, or inadequately 
served, by the railroads of the respec- 
tive periods. The completion of the 
New York State Canal System in 1917 
was hailed with practical unanimity as 
an immense stride forward in the 
economic development of America. 
But the component waterways of 
course were not planned for large, 
sea-going vessels, hence the suggestions 
for an “All-American Ship Canal.” 

Of the four waterways which com- 
pose the present New York State 
Canal System, with total length 
of 796 miles, the Erie Canal is the 
longest, with a length of 339 miles. 


The others are: The Champlain, the 
Oswego, and the Cayuga and Seneca 
canals, Nearly one-half of the area of 
New York State is within 20 miles 
of one of these waterways. 

3y far the best known, as well as 
the oldest, of these waterways is the 
Erie Canal, famed in song and story, 
burlesqued as “The Raging Canal,” 
depicting in miniature the perils of a 
(peace-time of course) sea voyage. 

By way of lighter touch—the writer 
has before him a volume from his 
father’s private library, entitled “The 
Amateur Vagabond,” printed in 1874, 
telling the adventures of a New York 
journalist of that period who, in a 
chapter headed “Life on the Erie 
Canal,” gave a most diverting account 
of his experiences as an amateur boats- 


man and passenger through the turbid 
waters of the not-very-raging canal, 
then prominently in the public mind. 

The writer wishes everyone inter- 
ested in canal lore might read it, and 
would gladly quote at length therefrom, 
except for space restrictions. 

The Erie Canal, completed in 1825, 
was the first important waterway con- 
structed in the United States. Built 
by the State of New York at a cost of 
$7,143,789, it was for many years the 
main channel through which the raw 
products of the developing West found 
their way to New York and over which 
the finished products of the East found 
their way back to western consumers. 

On Oct. 26, 1825, the first boat to 
make the trip through the completed 
canal left Buffalo for New York. On 
board was Governor DeWitt Clinton 
and other distinguished persons. It 
was a gala trip, huge crowds greeting 
the party at cities along the route and 
upon arrival at New York. 


Good Guidance for the Retailer on 
the Wage-Hour Law ‘see pase 2) 


ANY PAGES of this issue of 
M the AMERICAN LUMBERMAN 

are given to an explanation of 
the Wage-Hour law. 

It is neither entertaining nor frivo- 
lous reading, but it is a subject impor- 
tant to every retailer; so this journal, 
despite the heavy pressure upon its 
space, is printing the statement in full. 

The Wage-Hour Act is the law of 
the land. Its points, of course, will 
not be fully fixed until passed upon by 
the courts; but meanwhile the provi- 
sions of the law are being applied by 
the Wage-Hour Division according to 
that Division’s own _ interpretations. 
This fact must have an immediate 
bearing upon every retailer’s daily 
work; upon his profit and loss, his 
office methods and the price levels he 
must fix to pay his costs. ; 

While the Division is reasonably 
patient with marginal cases and with 
honest lack of understanding, it is not 
smart to put too much of a strain upon 
that patience. A case that seems to 


the Division to be a willful and flagrant 
violation of the law is rather certain 
to draw disastrous penalties. We sug- 
gest a careful study of the statement 
and a filing of this issue for reference. 
To help in such study, a special index 
has been included. 

While the practical application of the 
law is hard to understand, it is at least 
easy to know why these details are so 
complicated. 

During the last generation or two, 
Congress has passed many laws deal- 
ing with special situations. These are 
situations that can not be covered by 
the ordinary type of civil or criminal 
legislation that simply outlaws certain 
practices and is directly enforced by 
the courts. Congress outlines an objec- 
tive. To reach this objective it is 
necessary that the citizen shall do cer- 
tain things as well as refrain from 
doing certain other things. There 
must be administrative as well as 
repressive functions. 

(Continued on page 30) 
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THE STATUS OF RETAIL LUMBER DEALERS 


Under the 


FAIR LABOR STANDARDS ACT 


The indexed analysis of Wage- 
Hour Division Interpretative Bul- 
letin No. 6, “Retail and Service 
I°stablishments,” here presented, was 
prepared by Scott, MacLeish and 
Falk, counsel for the National Re- 
tail Lumber Dealers’ Association. 
This contains the com- 
ments of counsel as to the construc- 


analysis 


tion it is believed the Wage-Hour 
Division will accord the Bulletin in 
its application to the members of the 
retail lumber industry. Counsel's 
analysis follows: 


The following is intended as an ex- 
planation of Interpretative Bulletin No. 
6, which relates to the Retail Estab- 
lishment Exemption contained in Sec- 


tion 13(a)(2) of the Federal Wage and 
Hour Act, granting an exemption from 
the minimum wage provisions of Sec- 
tion 6 and the Maximum hours pro- 
visions of Section 7, as follows: 

“The provisions of Sections 6 
and 7 shall not apply with respect 
to * * * any employee engaged in 
any retail or service establishment 
the greater part of whose selling 
or servicing is in intrastate com- 
merce * * *,.” 
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AN ANALYSIS OF WAGE-HOUR DIVISION INTERPRETATIVE 
BULLETIN NO. 6 “RETAIL AND SERVICE ESTABLISHMENTS” 


“The Scope and Applicability of the Exemption Provided by Section 
13 (a) (2) of the Fair Labor Standards Act of 1938” 


As indicated in various briefs sub- 
mitted to the Wage and Hour Division, 
we do not agree with certain of the 
conclusions contained in the Bulletin. 
However, the present purpose will not 
be to criticize these features of the 
Bulletin, but rather to analyze its pro- 
visions as written and to give our com- 
ments as to the construction and effect 
which we believe the Wage-Hour Di- 
vision will accord the Bulletin in its 
application to the members of the re- 
tail lumber industry. 

The new Bulletin will govern the 
status of retail lumber dealers during 
the period of July 1, 1941, to December 
31, 1941, and thereafter. The former 
ruling (G-37, May 21, 1940) will gov- 
ern the status of dealers during the 
period of January 1 to June 30, 1941. 

A brief summary of the Bulletin 
will be followed by a more detailed 
consideration of various provisions. 
Because of the necessary limitations of 
any summary, we strongly urge that 
dealers carefully review the entire state- 
ment as well as the Bulletin itself be- 
fore reaching a conclusion as to their 
status under the Bulletin. Dealers in 
the borderline zone would be well 
advised to review the whole matter 
carefully with their individual counsel 
before determining upon a policy of 
conformance or non-conformance with 
the Wage and Hour Act. 

Unquestionably, some dealers here- 
tofore exempt under previous interpre- 
tations will find themselves covered 
by the Act under the provisions of the 
present Bulletin. Conversely, it is 
probable that some dealers previously 
covered will be exempt. Many com- 
plicated questions are involved and 
while the matter should not be delayed, 
dealers should take sufficient time to 
carefully consider all applicable phases 
of the Bulletin before determining upon 
either a course of compliance or non- 
compliance with the Act. 


SUMMARY 


1. What is a Retail Establishment? 
A “retail establishment” is one in 
which 


(a) 75% or more of the gross re- 
ceipts are derived from “retail” sales, 
and 


(b) 50% or more of the gross re- 
ceipts are derived from intrastate sales 
(an intrastate sale is defined as one in 
which all of the elements of the selling 
take place in the same State). 

2. What is a Retail Sale? 


(a) All sales to private individuals 
for the construction, remodeling, or 
maintenance of their private dwellings, 
garages, and appurtenant structures; 


(Included in this classification are sales 
to farmers for dwellings, garages, and 
service buildings.). 

(b) All sales to building contractors 
who are building, remodeling or re- 
pairing private dwellings, garages, or 
appurtenant structures under contracts 
or orders with private individuals; and 

(c) Sales to commercial, industrial, 
Governmental (Federal, State or muni- 
cipal), and institutional purchasers (or 
to contractors building under contracts 
with such purchasers) in quantities not 
materially larger than the quantities 





FROM ORIGINAL FAIR 
LABOR STANDARDS (WAGE- 
HOUR) ACT — EXEMPTIONS 


Sec. 13. (a) The provisions of 
sections 6 and 7 [prescribing 
minimum wages and maximum 
hours] shall not apply with re- 
spect to (1) any employee em- 
ployed in a bona fide executive, 
administrative, professional, or 
local retailing capacity, or in the 
capacity of outside salesman (as 
such terms are defined and de- 
limited by regulations of the 
Administrator); or (2) any em- 
ployee engaged in any retail or 
service establishment the greater 
part of whose selling or servicing 
is in intrastate commerce. .... 





which might reasonably be purchased 
by private consumers. 

(See discussion of “Retail Quan- 
tity,” Page 27, col. 2.) 


38. What is a “Non-Retail Sale’? 


(a) All sales (regardless of quan- 
tity) to other dealers etc. for resale. 


(b) All sales (regardless of quan- 
tity) to speculative contractors (i.e., 
where there is no contract or order 
with a private individual at the time 
of sale). 


(c) All sales (regardless of quan- 
tity) of materials which are intended 
for use as raw materials or ingredients 
in a product manufactured by the pur- 
chaser for sale. 

(d) Sales of materials to commer- 
cial, industrial, Governmental, and in- 
stitutional consumers in “non-retail” 
quantities. That is, sales in which the 
total quantity involved in the particu- 
lar job or transaction is materially in 


excess of that which might reasonably 
be purchased by a private consumer. 

(e) Distributions from a line-yard 
warehouse or lumber concentration 
point are considered non-retail trans- 
actions. However, accommodation ex- 
changes between yards will be disre- 
garded in determining the status of the 
yards involved. (See comment with 
reference to Inter-yard Accommoda- 
tion Transfers not involving an ex- 
change, Page 29, col. 2.) 


4. Effect of Processing and Manufac- 
turing Operations 


(a) Processing incidental to retail 
selling (such as sawing and cutting 
lumber to size and setting up frames 
etc. purchased in a “knock-down” 
form) does not defeat the retail ex- 
emption. 


(b) If in addition to incidental pro- 
cessing, a yard is engaged in manu- 
facturing for local (the same State) 
consumption only, the manufacturing 
operation will be disregarded in apply- 
ing the retail exemption. 


(c) If the goods manufactured are 
for immediate or ultimate shipment to 
other States and the manufacturing 
operations are segregated (separate 
room or building), the exemption will 
be defeated as to production, office 
maintenance and other employees 
whose work in any workweek relates 
to such production operations. Em- 
ployees whose work relates exclusively 
to the segregated retail branch of the 
business, however, will not be denied 
exemption. 


(d) If goods are manufactured for 
immediate or ultimate shipment to 
other States and such manufacturing 
operations are not segregated, the ex- 
emption will be defeated as to the 
entire establishment. 


(See comment regarding “Processing 
Operations,” Page 29, col. 3.) 


The foregoing may be summarized 
as follows: A retail establishment is 
one having 50 percent of its gross re- 
ceipts derived from sales for consump- 
tion within the State and having 75 
percent of its gross receipts from sales 
to private individuals for their own 
consumption, to contractors building 
private dwellings, etc., on order with 
home-owners, and to commercial, in- 
dustrial, Governmental or institutional 
purchasers (or their contractors) in 
“retail” quantities; provided, that pro- 
cessing (if any) is merely incidental 
to retail selling or if more than in- 
cidental is for local consumption or, if 
more than incidental and for out-of- 
State consumption, is segregated from 
the retail operations. 
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THE "25 PERCENT RULE" 


Representatives of the Wage and 
Hour Division have repeatedly stated 
that it is not the intention to deny ex- 
emption to the large majority of re- 
tail lumber dealers. It is their con- 
tention that the reduction from 50 per- 
cent (contained under the former rule) 
to 25 percent in the dollar amount of 
non-retail transactions which an estab- 
lishment may have without loss of 
exemption is offset by the increased 
liberality in the definition of what 
constitutes a “retail” sale. This, we 
seriously doubt, but it will depend to 
a large degree on the reasonableness 
with which the Division applies the 
“retail quantity” limitation on sales to 
commercial and industrial purchasers 
as well as the extent to which there is 
adopted a commonsense approach to 
the question of processing incidental to 
retail selling. 

The Division has attempted to im- 
prove its legal position by the use of 
the word “substantial” in describing 
the amount of non-retail selling which 
will be permitted. This is a flexible 
standard which they feel will appeal to 
the courts in applying the retail ex- 
emption in particular cases. The 25 
percent dollar volume test contained 
in the Bulletin is in no sense conclu- 
sively descriptive of the functional 
characteristics of a _ retail establish- 
ment. Such elements as number of 
transactions, man-hours of work, type 
of customers, services, dedication of 
capital, stocks etc. employed in retail 
transactions, as compared with whole- 
sale transactions, undoubtedly will be 
considered by the courts, and it is 
quite possible that an establishment 
may be held exempt even though the 
dollar volume of “non-retail” transac- 
tions exceeds the 25 percent amount. 

The important thing to note for our 
present purpose, however, is that the 
25 percent gross receipts test has 
been adopted as the standard which 
will guide the Administrator in the 
enforcement of the Act. 


If a particular situation comes to the 
point of possible litigation, it will, of 
course, be necessary to give considera- 
tion to many functional attributes other 
than that of the 25 percent rule based 
on “non-retail” gross receipts. 

The application of the 25 percent 
gross receipts rule is a matter of simple 
arithmetic. It can be applied either 
by a computation of retail sales or of 
“non-retail” sales as compared with 
the total gross receipts during the six- 
months’ period in question. If the 
total retail transactions (as listed 
above) equal or exceed 75 percent of 
total gross receipts during the period, 
the establishment is exempt. Con- 
versely, if the gross receipts from 
“non-retail” sales (as listed above) 
exceed 25 percent of total gross re- 
ceipts, the dealer will not be entitled 
to exemption during the six-months’ 
period in question. As a practical 
matter, many dealers have found it 
convenient to keep a running record 
of their position by earmarking and 
recording “non-retail” transactions as 
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they occur. It then becomes a rela- 
tively simple matter to compute the 
total at the end of the six-months’ 
period. (See Interpretative Bulletin 
No. 6, Par. 18.) 


PERIOD TO WHICH " 25 PER- 
CENT RULE" WILL BE 
APPLIED 


(Reference—Bulletin No. 6, Par. 19, 
20, 21) 

Although the Wage and Hour Law 
applies on a workweek basis, the Di- 
vision has given some recognition to 
the fact that a longer period of time 
than a week is necessary to determine 
the basic characteristics of an estab- 
lishment. A calendar six - months’ 
period (January 1 to June 30 and July 
1 to December 31) has been adopted. 
Each calendar six-months’ period will 
stand on its own feet and in border- 
line cases it will be impossible to de- 
termine whether or not the dealer is 
entitled to exemption until the end of 
the period. In view of this rule, 
Wage-Hour inspections during any six- 
months’ period will cover the preced- 
ing completed six-months’ period. For 
illustration, an inspection on August 
5 of a given year will be of the estab- 
lishment’s experience during the period 
from January 1 to June 30 of that year. 
Similarly, an inspection in February 
will relate to the period July 1 to De- 
cember 31 of the preceding year. 

The six-months’ rule has a special 
application to the year 1941 which 
should be kept in mind. New Bul- 
letin No. 6 is effective June 16, 1941, 
but will be applied as of July 1, 1941. 


This means that a dealer’s status for 
the period January 1 to June 30 will be 
governed by the former Bulletin G-37 
(dated May 21, 1940) and his status 
from July 1 to December 31, 1941, and 
thereafter will be governed by the new 
Bulletin No. 6. Thus, inspections dur- 
ing the last half of the year 1941 will 
relate to sales made during the first 
six months of that year and will apply 
the “50 percent rule” of the old Bul- 
letin. On and after January 1, 1942, 
inspections will relate to the last six 
months of 1941 and will apply the new 
Bulletin No. 6, including the “25 per 
cent rule.” 


A practical difficulty with the six- 
months’ rule is that borderline dealers 
can not know until the expiration of 
the six-months’ period whether or not 
they qualify for exemption under the 
Bulletin. It would have been much 
better had the Division seen fit to 
adopt a base period six-months’ rule 
such as was enforced for a few months 
during 1940. Under this plan, a deal- 
er’s experience for one calendar six- 
months’ period would determine his 
status for the following six-months’ 
period. This rule was based on the 
commonsense principle that an estab- 
lishment does not ordinarily change its 
character “overnight.” Exceptions 
could have been made in the cases 
where there was an obvious basic 
change in the type of the business 
during a given period. It may be that 
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some such rule can be worked out in 
the future either by legislative amend- 
ment or administrative interpretation, 
but until such time each calendar six- 
months’ period must stand on its own 
feet under the Bulletin as explained 
above. 

Since a borderline dealer under the 
present rule can not know until the 
end of a calendar six-months’ period 
whether or not he is covered by the 
Act, we assume that Wage and Hour 
payments would not be required dur- 
ing the period. If at the end of the 
period it develops that the dealer has 
been subject to the Act, retroactive 
wage-Overtime payment would be re- 
quired. In view of this, borderline 
dealers may find it advisable to set 
aside currently a reserve to meet this 
potential liability. 


EXCEPTIONS TO THE 
SIX-MONTHS’ RULE 


(1) Sporadic and Unusually Large 
“Non-Retail” Transactions. 

In cases where a dealer may make 
one or two large and unusual non-retail 
sales which are not likely to recur and 
the effect of such sales is to bring the 
dealer’s non-retail gross receipts to an 
amount in excess of 25 percent for the 
six-months’ period, the next preceding 
calendar six-months’ period will be 
taken into consideration and the deal- 
er’s status determined upon the basis 
of the entire twelve months. If the 
12-months’ record shows the non-re- 
tail receipts to be 25 percent or less, 
the dealer will be deemed exempt. On 
the other hand, if the 12-months’ rec- 
ord shows the non-retail receipts to 
exceed 25 percent, the dealer will be 
deemed subject to the Act. In this 
event, it is not clear from the Bulletin 
whether he would be subject retroac- 
tively during the entire 12 months or 
during the latter six-months’ period 
in question. In view of the fact, how- 
ever, that the exception is obviously 
intended to correct an inequity result- 
ing from sporadic or unexpected trans- 
actions, the liability should extend only 
to the last six-months’ period. We do 
not believe the courts would approve a 
retroactive application of liability to 
the preceding six-months’ period which 
had long since ended, and with respect 
to which the dealer had relied upon 
his exempt status. 

Illustration: 

The necessity of applying this excep- 
tion to the six-months’ rule may fre- 
quently occur in our industry, because 
of the unexpected occurrence of large 
building jobs. For illustration, the 
school board of a small community 
might decide to tear down the 30-year 
old schoolhouse and construct a new 
building. A construction job of this 
size would be unusual and infrequent. 
The local lumber dealer might be 
called upon to supply the lumber re- 
quired on the job, and since the job 
would be considered as a unit under 
the Bulletin, the quantity involved 
might be larger than a “retail” quan- 
tity. The transaction would in no 
sense change the basic retail charac- 
teristics of the yard, and it would quite 
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properly warrant an application of the 
exception, basing the dealer’s status on 
a 12-month rather than a six-month 
record. 


(2) Basic Change in Character of 
the Establishment. 


This exception applies where there 
is a definite change in the type of 
business during a six-months’ period 
such that a retail establishment be- 
comes clearly a wholesale establish- 
ment. An illustration would be the 
case of a dealer who decided to go 
into the business of selling materials 
to other dealers. The illustration con- 
tained in paragraph 21 of the Bulletin 
is that of a large Government project 
requiring huge supplies of materials 
over an extended period of time. In 
such event, the Division would con- 
sider that the dealer lost his exemp- 
tion as of the time of the change, 
rather than for the entire six-months’ 
period in which the change occurred. 

In the case of an unusual Govern- 
ment or other large project in a deal- 
er’s community, a question might eas- 
ily arise as to whether the first or the 
second exception would apply. In our 
opinion, the answer to this will de- 
pend on the extent and duration of the 
period during which materials are sup- 
plied to the new project. If the project 
is under construction for an extended 
period of a number of months, it is 
probable that the Division would con- 
sider that there was a change in the 
basic character of the establishment 
and apply the second exception. On 
the other hand, if it were for an un- 
usual and unexpected supply of a large 
amount of materials over a relatively 
short period of time, the first excep- 
tion should be applied. 


RETAIL SALES 


Sales to Private Users and to Con- 
tractors Building on Order for Such 
Individuals. (See Bulletin No. 6, Par. 
55.) 


The new Bulletin makes no change 
in the retail classification of this type 
of sale. Such sales are considered re- 
tail regardless of the quantities or 
prices involved. The most typical type 
of sale of this class is a sale of build- 
ing materials to a private individual 
or to his contractor for the construc- 
tion of a new house or appurtenant 
structures. This classification, of 
course, includes remodeling, repair or 
maintenance of private dwellings and 
other miscellaneous sales if the sales 
are made to those using the property 
or to contractors who are working un- 
der contract with them. It also in- 
cludes sales to farmers for dwellings, 
garages, service buildings, and the re- 
modeling thereof. 

It should be noted that the Division 
takes the position that sales to con- 


icy of the Division is concerned. 

(See Bulletin No. 6, Par. 58.) 

In view of usages in the industry 
and a preponderance of legal authority, 
the validity of this distinction will be 
involved in any litigation concerning 
the retail status of lumber dealers. Un- 
til directed otherwise by the courts, 
however, the Division, in its enforce- 
ment of the Act, will class sales to 
speculative contractors as “non-retail.” 
Sales (Quantity Limitation) to Com- 
mercial, Industrial, Governmental, and 
Institutional Consumers or to Contrac- 
tors Building for Such Consumers. 
(See Bulletin No. 6, Par. 56 and 57.) 

Bulletin No. 6, in classifying such 
sales as retail, changes the former in- 
terpretation of Bulletin G-37 (May 21, 
1940), which classes all such sales as 
wholesale. It is the Division’s con- 
tention that this new classification will 
offset the severity of the reduction of 
the “50 percent rule” to 25 percent. 
The correctness of this view will de- 
pend largely upon the reasonableness 
with which field inspectors apply the 
“quantity limitation” to this type of 
sale. 

From our various discussions with 
Wage-Hour officials both before and 
after the issuance of the new Bulletin, 
we believe this new classification was 
intended as a real and_ substantial 
change and not merely an artificial 
bit of window-dressing, having little or 
no real effect. 

Under the former ruling, G-37, the 
Division refused to consider any sales 
to business consumers as retail because 
of the objection that such a ruling 
would give clearance to large bulk 
sales for shipbuilding, railroad con- 
struction, Government projects, fac- 
tory construction etc. In the new 
Bulletin, the intent is to avoid the 
classification of large bulk sales 
to business consumers as retail sales, 
by the imposition of a quantity limita- 
tion on such sales. The original draft 
of the Bulletin also contained a price- 
limitation which was vigorously pro- 
tested in our negotiations with the Di- 
vision. Because of the normal absence 
of any fixed retail price in the retail 
lumber industry and the prevalence of 
varying prices to all classes of custom- 
ers, the price limitation referred to in 
paragraph 10 of the general part of the 
Bulletin has not been applied in that 
phase of the Bulletin governing lum- 
ber and building material dealers. 
(Bulletin No. 6, Par. 56-62.) 


In paragraph 52, it is pointed out 
that the peculiar problems presented 
in our industry make it necessary to 
make some variations in the application 
of the general principles announced. 
It is our understanding, therefore, that 
in the retail lumber industry we will 
be concerned only with the “quantity 
test” in classifying sales to business, 
Governmental, and institutional con- 


than the normal quantity pur- 
chased by private consumers.” 
Paragraph 56 of the bulletin pro- 
vides: 

‘“*k * * The sale of lumber and 
building materials for the con- 
struction or repair of apartment 
buildings, office buildings, stores, 
or other commercial property will 
not be considered retail if the 
transaction involves a quantity of 
goods materially in excess of the 
quantity normally purchased by 
private individuals for their own 


” 


use. 


The Division recognizes that in our 
industry the most typical type of sale 
to private consumers is for the con- 
struction of private dwellings. In the 
usual case, therefore, a sale to a busi- 
ness consumer will be considered re- 
tail unless it involves a quantity ma- 
terially in excess of the amount nor- 
mally involved in house jobs. The use 
of the phrase “materially in excess” 
permits of some leeway, and we have 
every reason to believe that the Di- 
vision will not “split hairs” in apply- 
ing the rule. 

At one time consideration was given 
to the adoption of an arbitrary figure 
over which a commercial sale would be 
automatically considered ‘“non-retail.” 
For instance, the national FHA aver- 
age for materials used in house jobs 
is approximately $1700. This, of 
course, is low, because of the upper 
limit on FHA loans. We are advised, 
however, that no fixed figures for the 
country as a whole will be established, 
and the matter will be left to field of- 
fices to arrive at a figure applicable 
to particular situations as they arise. 
In arriving at a figure, inspectors will 
be instructed to give consideration to 
the particular yard under investigation, 
and also the experience of other dealers 
in the community. 

In this task, association secretaries 
can be of service both to the Division 
and their membership by co-operation 
with Wage-Hour representatives in ar- 
riving at standards which will permit 
of a reasonable and equitable applica- 
tion of the “quantity rule.” 


Illustration 


The practice which will be followed 
by the Division may be illustrated as 
follows: 

A Wage-Hour inspector comes into 
the community and inspects dealer 
Jones’ yard. He finds that during the 
six-months’ period Jones sold 10 house 
jobs totaling $25,000 and with the 
following breakdown: 
$  900-$1,200—1 house 

1,200- 1,500—2 houses 

1,500- 1,800—3 houses 

1,800- 2,100—3 houses 

10,400 —1 large country estate 


The inspector will probably disregard 


the $10,400 sale (which is, of course, 

. tractors for private dwelling construc- ee a retail transaction) as being an un- 
tion are retail only if th tract , ‘ —_ usual and extraordinary transaction in 

1 } e contractor “ 5 : . 

: has a contract or order with a private Whet i 0 “Sites Quay” an amount exceeding that which would 

: user at the time of sale. The effect of Paragraph 14 provides in part that ordinarily be involved in sales for pri- 








this is to exclude sales to speculative 
contractors from the retail classifica- 
tion insofar as the enforcement pol- 


a sale to a business user is retail 
“Sf the sale does not involve a 
quantity of goods materially larger 


vate house construction. This would 
leave a range of retail sales of $900 to 


(Continued on Page 38) 
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REALM OF THE RETAILER 


Yards Adapt Their Methods of Doing Business with Unusual Trade in 
Venerable Maryland Town Where the Navy Trains Its Future Officers 


Annapolis, Md., is a little city in a 
class by itself. It has an unusual back- 
ground, an unusual industry, and an 
unusual pattern of building trade. 

Its background runs into Colonial 
history. Its industry is the Naval 
Academy where the admirals are edu- 
cated. Its trade, so the dealers tell us, 
runs some 90 percent to customers 
drawing salaries from the Government. 

Just across from the Academy, and 
down on the waterfront, is the J. F. 
Johnson Lumber Co.’s yard. And this 
is a sea-going institution, too; bringing 
in five or six million feet of lumber 
each year by water and unloading it 
on the company’s own docks. Much 
of this waterborne lumber comes from 
Virginia and the Carolinas. The com- 
pany has a large mill, used for re- 
working this lumber and for getting 
out its own retail millwork; it makes 
no stock millwork and of course sells 
none at wholesale. 


Educating Midshipmen 
Is Principal Industry 


Boyd H. Farinholt, the manager, 
told us something about Annapolis and 
its unusual building trade. 

“When there’s a depression,” he 
said, “‘we don’t know about it here ex- 
cept as outsiders bring in the story. 
Trade never booms, and it never 
slumps much below the average of the 
years. This year we're not building 
quite so many houses—maybe because 


WATERBORNE LUMBER PILED 
ON DOCKS OF J. F. JOHNSON 
LUMBER CO. 





some of the good building mechanics 
have been attracted to Government 
work. But we seem to have enough 
men left to take care of reconditioning 
work, and that is bigger than usual. 

“The factor that keeps us going is 
of course Government money. That 
doesn’t mean Defense projects or Fed- 
eral loans, but Government wages. 
There are two thousand midshipmen 
in the academy across the street. 
They're in the Navy and draw sub- 
sistence wages. There are three thou- 
sand others—officers, teachers, enlisted 
men and civilian laborers—who take 
care of the midshipmen. Many Naval 
officers, when they retire, come here 
and build homes. A few Government 
officers and employees, working in 
Washington, live here, and many of 
them build shore cottages. 


Many Summer “Shells,” 
and Much Re-conditioning 


“We build a good many of what I 
call ‘two-by-eight’ houses ; that is, these 
shore cottages with 8-inch joists. Some 
are elaborate, but generally they’re 
shells, without plastering and heated 
by fireplaces. Summer stuff. But it’s 
good trade. Most of the new houses 
this year are pretty large, and were 
built by wealthy people who don’t have 
to borrow. Few of the borrowers ask 
for FHA loans; go rather to banks or 
the loan associations. 

“Ours is not a bed of roses, but our 
troubles are not the usual kinds. 
There’s little speculative building, 
hence no booms. I’ve already men- 


tioned that we don't feel the general 
depressions. Our trade runs from ex- 
pensive mansions to summer shells. 
Our credit hazards are not of the usual 
kinds. There’s much _ reconditioning 
here, and a house only fifty years old 
is a comparative newcomer. The really 
old houses have hand-made trim and 
sash and doors that must be matched 
when repair work is done. 


Water Shipping Meets 
Trucking Competitors 


“We get the bulk of our lumber 
stock by water. There isn’t any short- 
age of coasting vessels yet, but I under- 
stand there is some trouble about big 
boats that go through the Canal. One 
thing we’re watching rather closely is 
the growing trade in trucked lumber. 

“T’ll give you an example of the 
size of this traffic. Yesterday I drove 
to Richmond, and on one stretch of 
road 45 miles long I kept a check of the 
lumber trucks I met. I estimated that 
on this bit of road I met 300,000 feet 
of lumber. That would mean a mil- 
lion feet in a short day; maybe in half 
a day. Of course many eastern yards 
are getting all their stock by truck, but 
there’s always the possibility of this 
traffic going direct to retail buyers. 
In any event, a marked change in any 
kind of methods can mean a change in 
marketing channels. So far we’ve had 


LUMBER DOCKS OF J. F. JOHN- 
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no special trouble, for our water rates 
are lower than truck rates, so, grade 
for grade, we can meet prices. But 
you never can tell. These water ship- 
ments, plus the fact that some nine- 
tenths of the payments coming over 
the counter are Government wages, 
plus the special character of this old 
city, combine to make our business a 
little different.” 

The Johnson company has extensive 
sales and display rooms, and maintains 
individual services for customers. The 
company handles Morgan millwork, a 
line that has a large following in this 
eastern country. 

We noticed an efficient little sales 
device in the hardware store—a metal 
case of many compartments containing 
an assortment of bolts of the size and 
kind useful in household upkeep, mak- 
ing boats, and the like. It is put out 
by Lamson, of Chicago, Cleveland 
and Birmingham. Each compartment, 
clearly labeled, contained a single size 





and length. A householder usually 
brings in the old bolt. The case has a 
measuring gage, with a little shelf be- 
neath on which the old bolt can be laid. 
There is a series of holes, each marked, 
to determine diameter. It’s a matter 
of a moment to determine measure- 
ments and to pick out a new bolt of 
the same size. It’s a merchandising 
aid that, we’re told, increases sales and 
saves time. 


Yard on Outskirts Has 
Large Farm Trade 


The Meredith-Roane Co. has its big 
plant on the edge of Annapolis, on the 
main highway leading to Washington, 
This yard has always had a consider- 
able percentage of farm trade. Some 
years ago, taking advantage of location 
and the character of its trade, it oper- 
ated almost as a country store although 
on a magnified scale. It sold almost 
everything, including feed and gro- 
ceries. The feed and grocery business 


UNLOADING 
CAR WITH 
GRAVITY 
ROLLS INTO 
STORAGE 
YARD OF 
MEREDITH- 
ROANE CO., 
ANNAPOLIS, 
MD. 


is now operated independently ; but the 
company still handles a full line of 
hardware and many lines of farm and 
household goods. 

There was and is a reason for this 
diversity. The plant is easily reached 


and has ample parking space. An- 
napolis was laid out in distant days 
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PRINCIPAL WAREHOUSE OF 
MEREDITH-ROANE CO. NOTE 
THAT CLEAR AROUND BUILD- 
ING RUNS LOADING PLAT- 
FORM WITH PERMANENT 
AWNING. FOUR OF FLEET OF 
FIVE TRUCKS ARE SEEN 


when traffic wasn’t much of a prob- 
lem, and the streets are fairly narrow 
and winding. If customers came to the 
Meredith-Roane yard for household 
goods, they couldn’t escape learning 
about building materials. 

The yard carries a full stock. At 
the time of our call, the yard boys were 
unloading a car of lumber from the 
yard’s own siding directly into the 
warehouse. There is no planing mill, 
but there are some power saws in the 
yard, and these machines are protected 
when not in use by heavy house awn- 
ings that let down and cover them like 
a tent. 

The big warehouse which carries the 


29 





hardware, sash, doors and shelf goods 
has a loading platform all around, even 
with the warehouse floor and truck 


high. This platform is protected by 
a permament overshoot, and in emer- 
gencies the platform can be used as 
temporary storage. 


Thinks High Wages 
Make Costs Too High 


W. G. Meredith is a man of pro- 
nounced opinions and a philosophy of 
life that he translates into policies of 
merchandising. We'll tell you, as best 
we can, the things he told us. 

“This may seem unusual,” he said, 
“but I’m definitely urging my cus- 
tomers not to build new houses this 
year. I give them that advice only 
indirectly because of the things hap- 
pening over the world. It’s chiefly 
what’s happening at home, in attitudes 
toward property and saving, that 
makes me think this is not a good time 
to build. I urge people to keep houses 
in repair and well painted, to maintain 
the value of the buildings. 

“T’ve been in business here a long 
time. It doesn’t help a yard’s reputa- 
tion to make sales if those sales are. 
not to the advantage of the buyers, and 
I don’t think it is to the advantage of 
my customers to build now. For one 
thing, the Government is forcing 
mechanics’ wages unreasonably high by 
bidding for their work on public jobs. 
These wages are so high that an owner 
doesn’t get a corresponding equity in 
his house. 

“T’ve always followed a few prin- 
ciples. I believe in saving, for I be- 
lieve that property is for more than just 
current use. It ought to be worth more 
than it costs, for property is the sim- 
plest and most sensible form of secur- 
ity. It ought to represent a stored 
value. I’ve followed the principle of 
keeping prices of building materials as 
low as I can, measured against quality 














30 


and a reasonable earning for myself, 
because these iow prices make it pos- 
sible for houses to have a stored and 
surplus value. But that’s being de- 
feated by the current unreasonably 
high mechanics’ wages. 


Thinks Home Should Have 
Surplus Value—Provide Security 


‘There seems to be a kind of renter’s 
point of view in the home-owning field 
in these days. It’s created by persons 
who think of income in terms of weekly 
wages and of property in terms of im- 
mediate use. If they can build a house 
on a financing plan that is paid like 
rent, and at a cost that will get them 
as much immediate use as they could 
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think of equities or securities for the 
future. In my opinion, this matter of 
saving and creating surplus equities is 
among the primary reasons for owning 
a home. So I’m not much interested 
in Government financing of home con- 
struction. It encourages this wrong 
attitude of building for use, and not 
for saving. It makes for unstable 
populations. It’s not merely any fear 
I might have of not getting paid for 
my lumber. It’s the fear I have of a 
community made up of people who feel 
they have no stake in the community. 
I like to deal with a saving man. He'll 
be close to deal with, but he’ll be there, 
doing his stuff, good times or bad. 

“T quit raising the price of lumber 





The heart of this exhibit at the Detroit (Mich.) building show is the Superior fireplace, 





made by the Superior Fireplace Co., of Los Angeles, Calif. The cabin, which pro- 

vides an attractive woodsy setting, has knotty pine paneling with open rafters; it is 

of patented construction, made by Braun Lumber Corp., Detroit. E. L. Cage, presi- 

dent of the Superior company, was in attendance at the exhibit. The 1941 edition 

of the beautifully illustrated Superior Fireplace Plan Book has just been issued; copies 
may be obtained for 50 cents from the company 





get from rent money, they’re somewhat 
interested. Re-sale value, creating a 
reserve of security for the future, all 
that is out. They don’t want to think 
that long ahead. If they build in terms 
of rent, get tired of meeting payments 
or want to move on, they can do it 
and feel they haven’t lost anything. 
Well, they haven’t made anything, 
either ; and I think home owning ought 
to show a profit in long-time saving 
and security. 

“Too many people are living in 
terms of immediate use and never 


some years ago, because I thought the 
price was as high as it should be, meas- 
ured against the saving man’s equity 
in his house. Now that’s being de- 
feated by unreasonably high building 
wages. So I don’t urge people to 
build. We'll come back to the idea of 
making savings in the form of real 
property, and we'll get away from the 
idea of living up everything in the form 
of immediate use. We always have. 
If my ways of business seem out of 
step, right now, I know they’re right 
for the long haul.” 
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GUIDANCE FOR RETAILER 
ON WAGE-HOUR LAW 


(Continued from page 23) 


To handle administration, a com- 
mission is set up and is given some 
discretionary powers and some limited 
legislative and judicial authority. The 
acts of the commission are usually sub- 
ject to review by the courts, to make 
sure that these acts are in harmony 
with constitutional rights and with the 
general intent of the law. 

This method leaves a rather wide 
choice to the commission. It may 
choose any course that will pass the 
judicial test and that will reach the 
objective outlined by the law itself; 
hence knowing the statute does not 
necessarily indicate the exact line the 
commission will follow. In this case, 
for example, it is necessary to know 
the interpretation of the Wage-Hour 
Act made by the Wage-Hour Division. 
Within fairly wide limits, the Act is 
what the Division says it is. 

* * x 


You will notice that the statement 
in this issue of the AMERICAN LuM- 
BERMAN is an explanation of an expla- 
nation. The Division has issued Inter- 
pretative Bulletin No. 6: “Retail and 
Service Establishments.” It deals with 
questions retail lumbermen ask most 
frequently ; those bearing upon exemp- 
tions from the minimum-wage and 
maximum-hour provisions of the Act. 
The statement printed in this issue. is 
an interpretation of this bulletin, pre- 
pared by legal counsel of the National 
Retail Lumber Dealers’ Association. 

This statement of course is not 
official. But, lacking interpretations 
by the courts, it is doubtless the best 
existing estimate of the meaning of the 
law as administered by the Division. 
The Division may change its mind, the 
courts may make other interpretations, 
or Congress may amend the law. 
Meanwhile, in our opinion, until one 
or all these things are done, this analy- 
sis made by Scott, MacLeish & Falk 
for the NRLDA is the safest available 
guide to the retailer who is trying to 
obey the law. 

Incidentally, the Lumber & Timber 
Products Industry Committee has 
recommended a wage level of 35 cents 
an hour for the industry, as reported 
on page 42 of this issue. If you should 
disagree with the fairness of this level, 
you might well write your views to 
Secretary Northup, of the NRLDA. 
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Small Sales Are Profit Sales in a Small Community 


In a country where people make seven years proprietor of the Carver cash for a 25-cent or 75-cent item.” 

pocket change do the work of folding Lumber & Implement Co., Wykoff, So the Carver Lumber Co. display 

money, it’s smart business to set up to Minn., “it’s the items they pick up and room is deliberately arranged to re- 
| get the jingle silver. pay for that pay the rent. They'll mind the customer that he needs items 
“Here,” observed L. J. Carver, charge a load of lumber, but they'll pay such as bolts, paint, paint brushes, 


pitch forks, hand saws, screen cloth, 
trellises, barn and builders’ hardware. 
Wykoff, Minn., is a town of less 
than 500 population and if it weren't 
for the farmers in the locality there 
probably wouldn’t be any town, and as 
farmers always need a miscellaneous 
assortment of items for their farms the 
best way to attract their trade is to 
provide a place for them to buy the 
things they want. 
“That’s why,” stated Mr. Carver, 
“the implement business helps to build 
sg the lumber business and the lumber 
tlseeed = business helps to sell farm implements, 
ddd gr TK TE dae: although there wouldn’t be any imple- 
sd z Piedad, Lae me: a ment business here if it were not for 
eos es fee —— Tt id the lumber business.” 


Pare ee 


7 eee pert g he ere oe Ril The Carver Lumber Co., even 
“ ree % TERE: bel. a. ad though in a small community, adver- 
tises every week in the local paper. 
Specific “‘leaders’” are advertised and 
the inquiries obtained have been good. 
In addition to this type of advertising, 
Mr. Carver periodically blankets all 
the surrounding farm territory with 
l-cent postcards offering, as a general 
rule, some special timely item and 
mentioning other associated items. 
This advertising brings customers for 
the advertised merchandise into the 
store where they can see, and usually 
buy, additional small cost merchandise 
they just remembered they needed. 

Sale of “spot display” merchandise 
in towns like Wykoff is an important 
thing, for the building of three homes 
in a single summer would constitute a 
building boom in Wykoff, Minn. 
Profits must be made from helping the 
farmer do his job of farming. 

On providing the farming commu- 
nity with modern building ideas, how- 
ever, the Carver Lumber Co. is not 
backward. Mr. Carver recently remod- 
eled his display room and office with 
modern insulating wall board and very 
quickly began to sell this material 
although in the years before he had 
only had one call for it. The church 
was remodeled, a farmer had two 
rooms done in insulating wall board, 
and a business man’s office and the 
church parsonage were done over in 
the material. There is no doubt in Mr. 
Carver’s mind, but that remodeling his 
own yard created the business. 
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Modern Display Building Attracts Winter Resort Trade 


The C. M. Nall Co., (Inc.) has had 
a great deal to do with the upbuilding 
of Clearwater, winter resort and 
citrus fruit packing city on the West 
Coast of Florida. The company is op- 
erated by J. IX. Nall and his two sons, 
C. M. and J. B. Nall. 

In keeping with the progressiveness 
of the company a new office and dis- 
play building was constructed recently, 
and the company has found it a most 
profitable investment as it attracts 
the winter resorter’s trade, as well as 
those who make their year-around 
home in the city. 

()n entering, the general offices are 
to the right of the door, and the dis- 
play rooms are to the left. The entire 
interior is utilized to display the vari- 
ous materials sold, and the materials 
are used in the construction so that a 
customer may see how they appear. 

One half of the entire south wall is 





devoted to display cabinets and built-in 
fixtures, constructed in the shops of 
the company. The tops for the cabi- 
nets are purchased, but the rest of the 
cabinets, except for trim, are made in 


Right: J. E. Nall 
sitting on chair 
provided for com- 
fort of customers. 
Background, 
kitchen cabinet dis- 
play. Below, left: 
C. M. Nall Co. ex- 
terior showing 
small pick-up truck 
at right. An em- 
ployee ard com- 
pany officials are 
cn steps. Below, 
right: C. M. Nall, 
manager, in front 
of cabinet and 

hardware display 








the plant. 

Glass blocks are being used exten- 
sively in the South, so the company 
has provided a section of wall in the 
display room made of glass block. 














Electric Supplies Furnish 
Good Sideline 


A line of electrical and wiring sup- 
plies has proven to be a profitable 
addition to the merchandising sold by 
the Thomas Lumber Co., Orlando, Fla. 
‘We have been picking up a consider- 
able amount of small repair jobs that 
would not reach the electrician,” 
explained A. J. Thomas, president of 
the firm. 


Carpenter's tools have also been 
stocked successfully by Thomas. He 
found that many such _ craftsmen 
entered his display rooms for building 
merchandise. The installation of tool 
displays caused them to purchase this 
equipment at the yard. 

Portable electric saws, paint, hard- 
ware and other light merchandise are 
carried in stock, and the profits real- 
ized from the sale of these incidental 
items meets many of the running 


expenses of the business and tends to 
reduce overhead, as these items are 
easiest sold while selling building ma- 
terials. 

Mr. Thomas has found advertising 
on two local radio stations to be highly 
effective. Spot announcements at seven 
and nine in the evening bring excellent 
results. The stations prepare and 
present the script. “All we do is pay 
the bill,” said Mr. Thomas. 








1941 











~ 


n 





July 12, 1941 


Customers’ Room Avoids 
Interruption; Leads to 


Confidence 

3ased on the idea of the reception 
room in a dentist's and doctor’s office, 
the J. A. Jordan Lumber Company, 
Carlsbad, N. M., has built a special 
Customer’s Room in the back of the 
main store and office to get customers 
away from store traffic and interrup- 
tions, 

“People built up too much sales 
resistance bucking sales traffic in the 
store,” explained Gilmer Addison, “so 
we wanted a Customer’s Room where 
they could look at magazines, such as 
the house and garden group, building 
construction and architectural trade 
papers. 

“They have a separate room to 
themselves, equipped with every home 
comfort, including rugs on the floor 
and pictures on the walls. There, the 
prospect can wait for somebody, or 
for a load to be put on. While they 
are there they can look over the maga- 
zines or turn on the radio. In this 
room we also display different kinds 
of building materials and modern 
kitchen units.” 


Parking Made Easier, More 
Customers Come In 


W. E. Cooper Lumber Company, 
Los Angeles, has created parking facili- 
ties that invites customers to come in. 
Instead of having the front fence run 
right up to the sidewalk line, it has 
been set back in a triangular-shaped 
wedge beginning at the property line 
at one end of the yard and gradually 
sloping back to line up with the rear of 
the office-showroom at the other end. 
The slight loss of stacking space within 
the yard is more than made up by the 
increase of drop-in traffic resulting 
from convenient parking arrangements. 

Because it was felt that customers 








Roofing is an important item 
in the sales program of the 
R. M. Stone Lumber Co., Jack- 
son, Mich. Located on one of 
the main roads to Detroit from 
Chicago, the company makes 
the best use possible of its dis- 
play opportunities. Large win- 
dows extend across the front and 
include six or eight feet along 
the sidewalls. In the spring 
these are used for effective roof- 
ing displays. A permanent in- 
side display is located at the 
right of the main entrance to 
the sales room. Built of light 
dimension and boards, the face 
of the rack is plywood, and of 
sufficient area to accommodate 
nine panels of roofing. The rack, 
attractively stained and _ var- 
nished, stands about seven feet 
high, and is three inches deep 
at the top and 14 inches deep at 
the bottom. It was made in 
the yard shop. 





Heres a Timely Tip 


























would be more appreciative of an as- 
phalt parking lot, the space was as- 
phalted. A wide driveway connects 
with the street at either end, so that 
customers can drive through without 
having to turn around. In addition 
to inviting trade, this arrangement 
keeps customers’ cars out of the yard 
proper where they might be damaged 
or interfere with trucks, and loading 
activities. When a drive-in wants a 
small order it is carried out to the 
parking lot by one of the yardmen. 





Progressive Housewarming Party 
Given Employees 


Paddock Lumber Co., Pana, IIL, 
used a progressive housewarming 
party for employees recently moved 
into new or remodeled homes as a 
means of expressing interest in the em- 
ployees’ future. R. T. Paddock, presi- 
dent, accompanied by Mrs. Paddock 
was chief host and headed the party of 
28 people. 

Supper and_ refreshments were 
served progressively in the homes the 
party called upon. At the close of the 
party the company presented each em- 
ployee with an ornamental household 
gift. 





Notes on Promotion — F arm 
Women Given Day as Guests 
of Merchants 


Farm women, in common with all 
other women, wield a great deal of 
influence in the business life of a ¢om- 
munity and an occasional co-operative 
promotion for their benefit is a good 
idea. The Sapulpa, Okla., Chamber of 
Commerce recognized their importance 
by putting on a Flower and Vegetable 
Show, strictly for the farm women of 
the county. About 50 women partici- 
pated in the show. The women were 
entertained at a fried chicken luncheon. 
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Down Wyoming River Comes Big 
Future Supply Assured by Selective 


Thousands of summer tourists tra- 
veling to and from Yellowstone Park 
on highway 87W via the south gate- 
way may again be thrilled by the sight 
of an authentic tie drive on the Wind 
River, which at numerous points be- 
tween Riverton and Dubois, Wyo., is 
within sight of that thoroughfare. It 
will be the big, annual tie drive of the 
Wyoming Tie & Timber Co. which is 
now starting from that firm’s head- 
quarters camp at DuNoir, Wyo. 


The timber is being harvested in 
the Washakie National Forest on a 
scientific selective cutting basis which 
assures a perpetual yield from that 
area. It is planned that the timber will 
be re-cut at 40 year intervals, and a 
yield of approximately one-half the 
first cutting is expected if the area is 
kept free of fire and insect infestations. 

The 12 miles of flume built on five 
side streams to move the ties out of the 
rugged mountains to the river makes 





































this a unique operation. Although one 
of these flumes on Canyon Creek is 
only 2200 feet long it has a drop of 
1800 feet to its junction with the main 
flume. The main flume through Warm 
Springs Canyon is six miles long. 
Barney C. Jacobsen of Spokane, Wash., 
engineered and supervised the con- 
struction of all the flumes. 

The operation is also unusual in that 
it is one of the few remaining. river 
driving jobs in the country. Old river 
drivers from Minnesota to the West 
Coast who have been employed by the 
Wyoming Tie & Timber Co. for the 
past quarter century, return each sum- 
mer for the unequaled thrill of riding 
logs downriver for 130 miles. Their 
services are accepted as long as they 
are physically able to withstand the 
rigors of the work. 

In like manner the thriving modern 
town of Riverton, Wyo., in the heart of 
a fertile irrigated farming section re- 
verts for a brief period each year to the 
customs of logging towns of the past. 





Canyon Creek flume, part of the 12 
mile system of flumes built and used 
by the Wyoming Tie & Timber Co. to 
move ties from their cutting site in that 
State to Wind River. This is probably 
the steepest timber flume in the World, 
having a maximum grade of 45 percent 





Annually it assumes the roaring at- 
mosphere of the famous old pinery 
towns of the Great Lakes States for a 
few days after the drive crews have 
completed their task and the logs are 
safely in the booms. 

The Wyoming Tie & Timber Co. 
started operations on Wind River in 
1913 to supply ties to the treating 





Advertisement 





plant of the North Western Railway at 


Riverton. The first drive was brought 
down in 1914 and drives have been 
made each year since then except in 
1933. Over nine million ties, which 
with lumber, equalled approximately 
400 million feet, have been produced. 
The largest drive of 636,000 ties was 
delivered in 1925, at which time this 
was reputed to be the largest unit tie 
operation in the United States. 

The Wyoming logging operation is 
supervised by Martin Olson. Mr. Ol- 
son gained his first experiences in the 
woods and as a river man on the Nam- 


sen River near his birthplace at Nam- 


Tie jam in boom behind dam at the 
head of the six mile main flume in Warm 
Springs Canyon. The flume at left 
brings ties from Wild Cat Creek. Ties 
are driven from side streams and flumes 
on flood water and held here until 
Wind River falls to normal summer flow, 
when they are fed through the main 
flume 


sos, Norway. Logs were driven down 
that waterway for more than a thou- 
sand years until the town, Namsos, 
was destroyed during the Nazi inva- 
sion in April, 1940. 

Also active in the company’s annual 
tie drive is W. H. McLaughlin, the 
firm’s oldest employee. Mr. McLaugh- 
lin has charge of the booms and yard- 
ing conveyors which he designed and 
built at the Riverton end of the drive. 

The company, whose president is R. 


Van Metre, also has a wood preserving 


plant at Metropolis, Ill., and operates 
extensively in the South producing 
railroad ties, lumber and other forest 
products. The Southern division is 


under the direction of Walter Firmin. 
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There’s a tough question hidden in New Contest 
No. 17 on the facing page: it isn’t enough to know 
how to prevent time-wasting customers from wasting 
your time, you must also know how to keep those 
customers coming back, even though you adroitly 
prevent them from wasting your time. In other 
words—how do you obtain profitable business from 
these customers? If you have met this problem and 
solved it, perhaps you can give the Kansas dealer and 
Oklahoma dealer who asked the questions a time 
saving solution. 

}elow are three answers to the basic problem of 
getting Contractors’ Cooperation, Once more it 
appears that the problem can only be solved through 
a program of sales education, that is, educating the 
contractor to sell service and quality rather than price. 

Incidentally, there is still just time enough to get 
in your answers to Contests 15 and 16. 


Aspirin for “Headache” No. 14 


How to Get Contractors’ Cooperation—Two dis- 
tinct headaches are involved here. The first is the con- 
tractor who peddles his own material list from yard 
to yard. The only treatment is a good dose of sales- 
manship while you have 


July 12, 1941 


To Keep Time-Wasting Customers from 


Wasting Your Time Isn’t Enough — 
YOU MUST KEEP THEM COMING BACK 


you plan to furnish. Include in the specifications a 
statement to this effect: “In view of assistance ren- 
dered by John Doe Lumber Co, all materials sold by 
that company that are specified or shown on plans or 
used in the construction shall be purchased from that 
company.” A simple, standard form of specification 
can be prepared and mimeographed at small cost, 
changes being made on the form to suit the individual 
job. 

It is not difficult to persuade the owner to use 
your specifications if you point out that he can hold 
you responsible for the use of proper material in his 
new home. In the rare case where the owner or con- 
tractor balks at the clause I have quoted above, you 
may have to strike it out. Having written the speci- 
fications yourself, you still should be in the best posi- 
tion to get the order—Truman D. Cameron, E. M. 
Cameron Lumber Corp., Albany, N. Y. 





In answer to the California dealer, if I were trou- 
bled with contractors and carpenters who were just 
“fishing” for information, I would figure up the jobs 
and give the contractors only a verbal price, telling 

them that if they are in- 





him in your office. Try 
to interest him in some- 


terested in going ahead, 
I would figure the job in 


thing besides price. Once 
in a while you'll succeed. 
If you always specify the 
grades of materials you 
propose to furnish, it 
may make him doubtful 
as to whether your cut- 
price competitor is figur- 
ing material of the qual- 
ity he wants. 

The second headache 
is the builder who insists 
on getting other material 
bids on a job which you 
have helped him develop. 
An almost sure cure is to 
provide the owner with 
specifications for the 
job, stating the grades, 
quality, trade names, 
etc., of the materials 





RULES OF CONTEST 


First Prize—$10; Second Prize—$5; Third Prize—$3 


1. Solutions of, or comment upon, the "Headache" 
printed in each issue must be not less than 100 words 
or more than 1,000 words long. 


2. Solutions of or comment upon any “Headache” 
must be received within 30 days of date of issue in 
which that "Headache" is stated. 


3. Only retailers and their employees are eligible to 
compete. 


4. The editors of the AMERICAN LUMBERMAN 
shall be the sole judges. Names and addresses of all 
prize winners will be printed in this journal. 


5. All solutions and written comment submitted shall 
be the property of the AMERICAN LUMBERMAN, 
with right to print in whole or in part. 


6. Entrants in any “Headache” contest are free to 
also enter any, or all, later contests; thus it is possible 
for you to win more than one prize—if your solutions 
are judged to be best. 








detail and give them a 
price in writing. 

Before figuring the 
job, I would try to get 
as much information 
about it as possible, and 
try to offer the contrac- 
tor the kind of service 
and grade of lumber that 
would fit the job. | 
would also attempt to get 
him to bring the cus- 
tomer to the yard to 
choose between one type 
of merchandise and _ aii- 
other so as to attempt to 
bind the deal in my 
office. 

As to the Arkansas 
dealer who has worked 
up a customer oF 
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* * oe * * Five " F he 
More Headaches-More Aspirin-More Prizes 


house prospect only to find that the contractor given 
a chance to bid, goes out and get bids from other 
yards, we would suggest that the best cure for 
this headache is to sell the customer to the point where 
the contractor you suggest is acceptable and then have 
an understanding with the contractor as to how he 
is to handle the sale, and have the agreement drawn 
up in your office with both the customer and 
the contractor present. Of course, if you are handling 
the financing, that should help keep the contractors 
in line. If you can build up a reputation for service 
and make it easy for laymen to buy homes, then per- 
haps you can keep the contractors in line because they 
know if they play fair, they will receive a certain 
amount of business from your efforts—J. H. Martin, 
Lake Forest Lumber Co., Lake Forest, III. 





The problem of getting contractor co-operation is a 
common one. In general, I believe that it can be 
ironed out. Information seekers, such as the Cali- 
fornia dealer is troubled with, are always with us, and 
when a stranger comes in, it is difficult to tell whether 
or not he is really interested or just spying out prices. 
Of course, if we know or feel sure that a contractor 
or carpenter is merely spying out our prices, we boost 
the prices to them. They are not going to do us any 
good, and the sooner we get rid of them, the better off 
we feel we are. 


In general, however, we know the contractors and 
carpenters with whom we do most of our business. We 
know these contractors and carpenters are honest in 
seeking quotations on jobs. Therefore, in the main, 
we do not have to worry about our regular run of 
business. Those who come in and whom we do not 
know, we, of course, try to investigate as thoroughly 
as possible and we try to get as much information as 
possible on the job they are talking about. In this 
way we are able to eliminate a certain percentage of 
these price seekers. 

If I understand the problem of the Arkansas dealer 
correctly, I cannot see why the contractor who is 
given a chance at a job does not use the Arkansas 
dealer’s price. A contractor who is referred to a pros- 
pect should use the dealer’s price and sink or swim 
on that basis. At least it seems that any contractor 
who sold out a prospect to another dealer would never 
have another chance. 


When we refer a prospect to a contractor, we know 
the contractor and we know that if he gets the busi- 
ness, we get the business. The only cure we know, 
is to be sure that we give our prospects to contractors 
who are absolutely reliable and who will play fair 
with us.—E. C. Dillon, Brownson Lumber Co., 


Clarendon Hills, Ill. 








New Contest No. 17 
TIME WASTING CUSTOMERS 
From a Kansas Dealer 


Our headache is this: Carpenters not knowing what they want. 
Several customers standing around to be waited on and finally 
when you get to the carpenter customer he has to stop and figure 
out the lengths and items he wants. Just today we spent a half 
hour looking the place over for a mortar box for a customer who 
wanted to borrow one. Finally we told him we didn’t have one 
and he said he couldn’t cut a joint without one. We then discov- 
ered the man wanted a mitre box. 


From an Oklahoma Dealer 


My headache has to do with thoughtless telephone customers, 
many of whom just want information. If they have had any deal- 
ings with us they usually call for the person who waited on them. 
Often this person is busy with a customer and has to leave him 
to answer the ‘phone, when some one else would have done just 
as good, as most of us could have answered the questions; a sam- 
ple of which is: Do we carry used lumber, how much do they 
owe, or has their order left. How do you eliminate this time 


waster ° 





GIVE US YOUR HEADACHE 


If there are problems that bother you, whether they be large or 
small, the AMERICAN LUMBERMAN invites you to submit them 
to this contest. Every sender of a Headache will receive, in ac- 
knowledgment, a beautiful automatic pencil, of real value, that he 
will be proud to own. 

Address all correspondence to CONTEST EDITOR, AmMenrt- 
CAN LUMBERMAN, 431 South Dearborn Street, Chicago. 





PRIZE WINNERS 
"Headache Contest No. 13” 


THE PROBLEM was how to provide a plan service and still 
keep the customer and the plans. 
First Prize—$10 
J. Oscar Kittinger, Kittinger Lumber Co., Owensboro, Ky. 
(Solution published June 28.) 
Second Prize—$5 
Arthur Cregier, D. T. Bayles & Son, Stony Brook, N. Y. 
(Solution published June 28.) 
Third Prize—$3 
H. C. Breffle, Rohlff Lumber & Supply Co., Casper, Wyo. 
(Solution published June 14.) 
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(Continued from Page 27) 
$2,100. By checking with the associa- 
tion secretary and other dealers in the 
community, he finds that this is a 
normal retail price range for house 
jobs. Sales to business consumers in 
amounts not materially exceeding the 
ascertained retail price range would be 
classed as retail. In borderline trans- 
actions some leeway would be expected. 
For instance, a $2,400 sale to the local 
church to build a recreation annex 
might reasonably be classed as retail 
because not materially in excess of the 
private consumer price range. 


What Determines the “Quantity” in 
Sales to Commercial, Industrial, Gov- 
ernmental and Institutional Consumers. 
In determining the quantity involved 
in sales to commercial, industrial, Gov- 
ernmental and institutional consumers, 
it is necessary to consider the fol- 
lowing language in paragraphs 15 and 
56. 
Paragraph 15 provides in part: 
“In the ordinary case, the quantity 
of goods involved in the particu- 
lar transaction or sale will deter- 
mine whether the sale is one of a 
‘small quantity’ of such goods. In 
some cases, however, a business or 
industrial purchaser contracts at a 
special discount from the regular 
retail price for the purchase of a 
large quantity of goods to be de- 
livered in smaller quantities from 
time to time, as the occasion re- 
quires. Such a sale does not con- 
template a small quantity of goods 
and is not a retail sale even though 
each delivery, viewed separately, 
involves a small quantity of goods. 
This result would not be changed 
if, instead of entering into a single 
contract for the entire amount of 
goods, there are a series of regular 
deliveries pursuant to a quotation, 
bid, estimate, or general business 
arrangement or understanding. If 
the total quantity of goods which 
is sold to the business or industrial 
purchaser at a discount from the 
normal retail price is materially in 
excess of the total quantity of 
goods which might reasonably be 
purchased by an individual con- 
sumer during the same _ period, 
sales to such business, industrial, 
or institutional purchasers are not 
retail.” 


Paragraph 56 provides: 


“* * * The sale of lumber and 
building materials for the con- 
struction or repair of apartment 
buildings, office buildings, stores, 
or other commercial property 
will not be considered retail if 
the transaction involves a quan- 
tity of goods materially in ex- 
cess of the quantity normally pur- 
chased by private individuals for 
their own use. In determining 
whether a ‘small quantity’ of goods 
is involved, the criterion will be 
the total quantity of goods con- 
templated by the parties. Accord- 
ingly, the construction of an apart- 
ment house, hotel, factory, office 
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building, or real-estate develop- 
ment etc. ordinarily contemplates 
the transfer of large quantities of 
goods which are delivered in 
smaller quantities from time to 
time. The sales in such cases may 
not be considered as retail sales.” 


In cases in which there are a series 
of deliveries pursuant to a contract, 
quotation, bid, estimate or general busi- 
ness arrangement or understanding, the 
total quantity of goods contemplated 
by the parties will be considered by 
the Division as the “amount” involved 
in the transaction. If this amount dur- 
ing the period covered by the contract, 
bid, estimate etc. exceeds that which 
might reasonably be purchased by a 
private consumer during the same pe- 
riod, it will be considered non-retail. 


Illustration 


The typical illustration of this in 
our industry is the job contract, bid, 
quotation or estimate. The dealer’s 
commitment here is to supply the total 
quantity required for the job or his al- 
located part of the job. If this “job 
quantity” is greater than the “retail 
quantity” it will be considered “non- 
retail.’ The word “job” is used here 
in a broad sense, and according to the 
Division’s theory may include several 
structures if such are covered by the 
same contract, estimate, quotation or 
business arrangement. 

On the other hand, it is our opin- 
ion that actual and bona fide, separate 
independent transactions which are not 
embraced in the same contract, esti- 
mate, quotation, bid or business ar- 
rangement will be considered sepa- 
rately. 


Illustration 


A country school board decides to 
build a 2-room schoolhouse which re- 
quires only a “retail quantity” of ma- 
terial. Dealer Jones makes low bid 
and supplies the job. Shortly after 
construction, the schoolhouse burns 
and the board asks for bids on another 
building. Dealer Jones again makes 
low bid and gets the job. This situa- 
tion would inyolve separate and inde- 
pendent transactions and the jobs 
would be considered separately in ap- 
plying the “retail quantity” rule. 

In applying the Bulletin to a given 
establishment, one method would be 
to compute the aggregate total of the 
retail sales as above reviewed during 
the six-months’ period in question. If 
this total is 75 percent or more of the 
gross receipts of the establishment dur- 
ing the period, the establishment would 
qualify for exemption. (This would, 
of course, be subject to the proviso 
that the exemption was not defeated 
because of processing activities as re- 
viewed, Page 29, col. 3.) 


WHOLESALE OR "NON- 
RETAIL" SALES 


Sales of Material for Resale (Regard- 
less of Quantity) 

Dealer Jones sells not only to the 
consuming public but also to other 
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dealers who resell the materials. Jones’ 
sales to other dealers are typical whole- 
sale transactions and are recognized as 
such in the industry. 

Accommodation exchanges, chain 
warehouse distribution, and interyard 
transfers will be considered under sep- 
arate headings. 


Raw Material Sales to Manufacturers 
and Fabricators (Regardless of Quan- 
tity) 

Bulletin No. 6 classes sales of mate- 
rial to manufacturers and fabricators 
who use the material as ingredients in 
products manufactured for sale, as 
wholesale transactions, regardless of 
the quantity involved. 


Sales to Commercial, Industrial, Gov- 
ernmental, and Institutional Consum- 
ers or their Contractors in Non-retail 
Quantities 

See the discussion of this type of 
sale in the above comment regarding 
the classification of retail sales to such 
consumers. As there pointed out, 
sales to this class of consumers are 
considered retail unless the quantity in- 
volved is materially in execss of that 
which might reasonably be purchased 
by private consumers. 


Sales to Speculative Contractors 


For purposes of compliance with 
3ulletin No. 6, sales of this class must 
be considered “non-retail.” As pre- 
viously pointed out, the validity of the 
Division's classification in this regard 
will be involved in any litigation con- 
cerning the exemption status of retail 
yards selling this class of customer. 
Line Yard Warehouse Distribution 

Paragraph 12 of the Bulletin pro- 
vides in part: 

“Sales to wholesalers, jobbers, 
or retailers for resale by them are 
not retail sales, regardless of the 
price or quantity involved. Simi- 
larly, the distribution of goods 
from a chain-store warehouse to 
retail stores of the chain is not re- 
tail distribution, and the ware- 
house is not a retail establish- 
ment.” 


Paragraph 58 provides in part: 
“A distributing depot or yard for 
a chain of lumber yards may not 


be considered a retail establish- 
ment.” 


In several pending cases the Di- 
vision has taken the position that 
warehouses and distributing depots of a 
retail chain system are not retail estab- 
lishments. Until the upper courts have 
passed on the question, therefore, con- 
sistency requires that the same prin- 
ciple be included in Bulletin No. 6. 

The Division’s theory is that the 
word “establishment” means a physical 
business place or location, and any 
such place of business not open to the 
public and not directly making sales to 
consumers is not a “retail establish- 
ment.” 

The correctness of this principle in 
its application to small line yards is 
open to serious question. For illus- 
tration, consider the case of a com- 
pany having four or five yards in a 
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community, which are supplied by a 
central warehouse or a distributing 
depot. If, instead of five yards and 
a warehouse, there were one large 
yard, it would be a retail establishment. 
Separating the selling functions to five 
locations and retaining a centralized 
storage location would merely seem to 
break up what is clearly a retail busi- 
ness into six units, all of which are 
retail establishments. If a warehouse 
adjoining a selling office is a retail 
establishment, it would not seem to 
change its retail character by reason 
of being moved across the street or 
even a few blocks’ distance. A ware- 
house of this kind is certainly a dis- 
tribution establishment, and if it is not 
“retail,” what is it? Not being able 
to describe it as “wholesale,” the Di- 
vision has coined a new term “non- 
retail” as descriptive. 

Both selling and the maintenance of 
a stock of goods are essentially retail 
functions. The maintenance of a stock 
of goods is expressly so described in 
paragraph 9 of the Bulletin. The real 
question seems to be whether an opera- 
tion loses its basic characteristic by 
reason of conducting its various func- 
tions at separate locations. As has 
been aptly said, “music is still music 
whether played solo or by an or- 
chestra.” 

While the question must be consid- 
ered an open one insofar as the courts 
are concerned, there is no doubt as to 
the Division’s enforcement policy 
under Bulletin No. 6. In the case of 
a warehouse separately located, there 
will be no exemption. The same prin- 
ciple applies to a central office of a 
line vard organization. 

In the case of a central yard en- 
gaging in retail selling and also sup- 
plying other yards of the same owner- 
ship, the value of the material dis- 
tributed to other yards will be con- 
sidered non-retail by the Division in 
applying the 25 percent rule. 

If such a central yard segregates its 
stock, employment, facilities, etc., which 
are employed in the distribution to other 
yards (as explained above in connection 
with the segregation of manufacturing 
operations), the retail phase of the busi- 
ness will not be affected by such dis- 
tribution. 


The following questions are related 
to that of the distributing warehouse 
but in our opinion do not involve 
“wholesale” or “non-retail” transac- 
tions: 


“Accommodation” Exchanges 
Paragraph 12 of Bulletin 6 provides: 


“The fact that the distribution 
from the warehouse to the stores 
does not involve a ‘sale’ in the 
strict legal sense does not alter the 
non-retail character of the dis- 
tribution. In some cases, how- 
ever, an establishment exchanges 
goods as a favor to a competitor. 
For example, an automobile dealer 
may have a demand for a maroon- 
colored automobile which he does 
not have in stock. To satisfy his 
customer, the dealer exchanges a 
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black car for a maroon model 

which his competitor has in stock. 

In our opinion, such exchanges 

may be disregarded in analyzing 

the selling of the establishment.” 

The essential criterion here is that 
the transaction must be for accommo- 
dation and outside the usual course of 
business. For illustration, dealer 
Jones might have a customer who in- 
sists on fir dimension lumber which 
Jones obtains from a _ neighboring 
dealer in exchange for pine. A similar 
transaction which we believe would be 
within the intent of paragraph 12 would 
be an accommodation transfer of ma- 
terial which would be returned in kind 
when the borrowing dealer replenishes 
his stock. Such accommodation trans- 
fers are outside the usual course of 
business and do not reflect any basic 
change in the character of the busi- 
ness. We can not conceive of a court 
classing them as wholesale and we 
believe they will not be so considered 
by the Division. 


Accommodation Transfers Between 
Yards Owned By Same Company 
Another situation regarding which 

we have had numerous inquiries is 

that of accommodation stock transfers 
between line yard units owned by the 
same company. This situation, of 
course, does not refer to the cases of 
the distributing yard or warehouse, 
but rather has to do with similar yards 
which normally carry their own stocks 
but on occasion make accommodation 
transfers of certain items. No sale or 
change of ownership is involved. Such 
transfers, in trade usage, have never 
been classed or treated as sales. While 
this situation is not expressly covered 
by the Bulletin it is quite similar to 
that of the accommodation exchange 
between yards of separate ownership 
and in our opinion should be disre- 
garded in classifying the sales of an 
establishment under the Bulletin. We 
believe the Division will concur in the 
reasonableness of this construction 
and until such time as we can obtain 

a clearance on the point from the Di- 

vision we believe dealers will be safe 

in disregarding such transfers. 


Pooled Cars 


Where the participating yards take 
their respective shares of the consign- 
ment directly from the car (the ma- 
terials are not put in stock by the con- 
signee yard) the transaction will not 
be considered a transfer by the con- 
signee dealer to the other dealers. Of 
course, if one dealer buys a car and 
resells it to other dealers the transac- 
tion will be charged as wholesale to 
the selling yard even though delivery 
is made directly from car to the pur- 
chasing dealers. 

In the pooled car situation the sub- 
stance rather than the form of the 
transaction will govern. The pooled 
car method of purchasing is a well 
known and clearly understood practice 
in the lumber industry and where such 
a situation exists there should be little 
difficulty in demonstrating it to the 
satisfaction of Wage-Hour inspectors. 


EFFECT OF PROCESSING 
OR MANUFACTURING 
OPERATIONS 


Paragraph 60 of Bulletin 6 provides 
as follows: 


“Processing incidental to retail 
selling ordinarily will not defeat 
the exemption. Thus, the fact that 
a lumber yard operates a saw to 
cut lumber to a smaller size as re- 
quested by its customers or as- 
sembles window and door frames 
which are received in a ‘knocked 
down’ condition will not defeat the 
exemption. Many lumber yards, 
however, perform manufacturing 
operations in addition to proces- 
sing operations incidental to re- 
tail selling. Such yards often op- 
erate clearly defined manufacturing 
plants or planing mills which use 
various types of manufacturing 
machinery such as saws, planers, 
molders, shapers, sanders, mortise 
and tenon machines, joiners, lathes, 
grinders, etc. Ordinarily, window 
and door frames, moldings, sashes, 
cabinets, boxes, counters, store fix- 
tures, balustrades, etc. are manu- 
factured. The manufacturing by 
such yards often is in competition 
with plants or planing mills which 
are not operated in connection with 
lumber yards.” 


Bulletin 6 recognizes that processing 
incidental to retail selling will not de- 
feat the exemption of a retail establish- 
ment. In paragraph 17 it is stated: 
“the distinction between incidental 
processing and actual manufacturing is 
often one of degree.” 

In view of the provisions of the 
Bulletin the question of what consti- 
tutes “incidental processing” is of vital 
importance to a large part of our 
membership. 


Processing Incidental to Retail Selling 


The Division’s illustration of in- 
cidental processing in paragraph 60 is 
that of sawing or cutting lumber to 
size as requested by customers or 
assembling window and door frames 
which are received in a “knocked 
down” condition. No specific reference 
is made to the typical case of the re- 
tail lumber dealer who maintains a 
small amount of equipment for the 
processing of special order millwork. 
We have been advised that the Di- 
vision will consider any operations in- 
volving a fabrication of products as a 
“manufacturing operation” and not 
processing incidental to retail selling. 
We understand that this will be true 
even though the processing is of odd 
and unusual sizes not normally car- 
ried in stock and made on special 
order with the yard’s regular class of 
retail customers. 

In our opinion the Division’s position 
in this regard will not be sustained by 
the courts. As a matter of fact, in the 
only four cases to date it has been 
held that a relatively small amount of 
special order processing for a yard’s 
regular class of customers does not 
defeat the exemption. 
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Whitson v. Wexler (Johnson City 
Chancery Court, Tennessee, 1940)—in 
which it was held that employees en- 
gaged in making cement blocks in a re- 
tail lumber yard were exempt as em- 
ployed in a retail establishment. 

Dotson vy. Stowers (D. C., S. D. 
W. Va. April 15, 1941)—Vol. 3, CCH 
Labor Law Service, paragraph 60, 442. 
—In this case a lumber yard watchman 
was held exempt from the Act as em- 
ployed in a retail lumber establishment, 
even though the Company conducted 
some incidental millwork operations. 


Pruett vy. Carruthers & Sons Lum- 
ber Co. (Chancery Court, Shelby 
County, Tennessee, May 1941)-——This 
case involved the status of a retail 
lumber yard, 18 percent of whose prod- 
ucts were made in the vard. The court 
held that the yard was entitled to ex- 
emption. 

Collins v. Kidd (D.C., E.D. Texas, 
May 1, 1941)—Vol. 3, CCH Labor 
Law Service, paragraph 60, 463—In 
this case, an ice company which manu- 
factured all of its own ice, largely for 
local distribution, was held to be a 
retail establishment within the mean- 
ing of the Wage and Hour Law. 

Russo vy. Fisher (Phila. Municipal 
Court, May 2, 1941)—Wage and Hour 
Reporter of June 2, 1941, (p. 289)— 
In this case, a stationery store was 
held to be entitled to exemption, even 
though it was engaged in the fabrica- 
tion of some products. 


In our opinion, the fallacy of the 
Division’s position springs from a lack 
of recognition that a retail establish- 
ment as an incident to its retail func- 
tion may conduct some actual fabrica- 
tion operations without changing the 
basic character of the establishment. 
The Division is impressed with the 
necessity of denying exemption to large 
manufacturing establishments which 
may distribute their materials at 
retail. In such case. of course, the man- 
ufacturing phase of the business repre- 
sents a substantial part of the opera- 
tion and is sufficient to change the 
basic character of the establishment. 
As has been held in all courts that 
have passed on the question to date, 
however, a small amount of actual 
fabrication does not have this effect. 
particularly where it is on special 
order and necessary to meet the re- 
quirements of a vard’s regular class 
of retail customers. 

The fabrication situation may be com- 
pared to the Division’s rule that any- 
thing less than a substantial amount 
of wholesale selling will be permitted 
without loss of exemption. Equally it 
would seem that anything less than a 
substantial amount of fabrication 
should be permitted without loss of 
exemption. This would seem particu- 
laftly true because in the case of spe- 
cial order processing the processing 
directly relates to the purchase of a 
regular retail customer which is not 
true in wholesale transactions. 

The extent to which special order 
processing will be given clearance by 
the courts can not be predetermined 


"ot 
wit! 


h certainty, but in our opinion the 


Amercanfiumberman 


yard having no more than 10 or 15 per- 
cent of its gross receipts derived from 
special order sales of millwork to its 
regular class of retail customers would 
not be denied exemption. We con- 
sider it unreasonable to conclude that 
such a minor amount of processing 
changes the basic characteristic of the 
establishment. 

This question will necessarily be in- 
volved in any Wage-Hour litigation 
concerning retail lumber dealers con- 
ducting small millwork operations as 
an incident to their retail business. 

For purpose of compliance with In- 
terpretative Bulletin No. 6, however, 
any millwork processing and fabrication 
(other than that given express clear- 
ance in paragraph 60)—should be con- 
sidered a manufacturing operation. It 
should be noted, however, that under 
the bulletin the extent to which the 
yard loses exemption will depend upon 
the provisions of pararaphs 61 and 62 
as discussed below. 


Manufacturing Operations where the 
Materials Produced are Consumed ex- 
clusively within the State of Production 


Paragraph 62 of the bulletin pro- 
vides: 

“In some cases, lumber yards 
distribute lumber and building sup- 
plies and also manufacture goods 
for intrastate commerce. No goods 
are produced for interstate com- 
merce. In such cases the deter- 
mination of whether section 13 (a) 
(2) applies will be based upon the 
retail or non-retail nature of the 
distribution. The performance of 
non-covered production will not be 
deemed to defeat the exemption.” 


If a yard on the basis of its selling 
qualifies for exemption as a retail estab- 
lishment the fact that it also manu- 
factures goods for local consumption 
exclusively will not defeat the exemp- 
tion. This is true even though as 
much as 50 percent of the yard’s sales 
of non-processed materials is shipped 
to other States. 


Manufacture of Goods Destined for 
Consumption in other States 


(1) If such operations are segre- 
gated (i.e., in a separate room or build- 
ing) only employees engaged in proc- 
essing activities or in work which is 
a necessary incident to such production 
activities will be denied exemption. 
The Division will consider that office 
employees whose book work has to 
do with the operation of the mill, the 
receipt of raw materials used in the 
mill, and the distribution of mill prod- 
ucts produced for commerce, would be 
denied exemption. This would also 
be true of watchmen and maintenance 
men who serve both the retail and pro- 
duction phases of the business. This 
would also be true of employees who 
unload, receive and handle the mate- 
rials used in the manufacturing opera- 
tions. 

In the case of a vard conducting 
such “manufacturing” operations the 
segregation of all employees whose 
work relates to the production opera- 
tion might be feasible. The greatest 
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difficulty in a segregation of this kind 
would be in the segregation of receiv- 
ing, handling and office employees. It 
would be practically impossible in the 
case of a small yard. 

(2) In the case of a yard fabricating 
materials for ultimate consumption in 
other States, the entire exemption of 
the establishment will be defeated if 
there is no segregation of operations 
and employment. In this connection 
it is important to note that as to any 
given employee the Division consid- 
ers the exemption lost for any work 
week during which the employee does 
any work related to production. This 
is true even though a very small 
amount of time would be so related. 


Summary of Processing 


(1) Incidental processing as_ there 
defined will have no effect on the ex- 
emption. 

(2) Manufacturing operations, if the 
materials are produced exclusively for 
local (intrastate) consumption, will 
have no effect on the exemption. 


(3) If goods are manufactured for 
consumption in other States and the 
operations are segregated, only em- 
ployees whose work relates to the 
production activities (or the raw mate- 
rials used and products made) will be 
denied exemption. 


(4) If materials are manufactured 
for shipment to other States and there 
is no segregation of such operations, 
the exemption of the entire establish- 
ment will be defeated. 


MISCELLANEOUS PROBLEMS 


What is an “establishment” under the 
Bulletin? 

As previously discussed, it is the Di- 
vision’s view that the term “establish- 
ment” connotes the concept of place 
or location. A _ typical establishment 
in our industry would, therefore, be a 
retail yard with its officers, stock room, 
lumber sheds, grounds, and appurte- 
nant structures. In a given establish- 
ment all materials sold such as lumber, 
paint, coal, fuel, roofing etc. would be 
considered together in applying the “25 
percent rule.” 

In the case of line yards, each place 
of business is considered a separate es- 
tablishment and is entitled to exemp- 
tion on its own sales record, regardless 
of the sales record of other yards in the 
line. 

The Division considers the central 
office of a line yard as a _ separate 
establishment and not entitled to ex- 
emption because not having all the 
characteristics required of a retail es- 
tablishment. 

In some parts of the Bulletin, an 
establishment is described as a sepa- 
rate building on the same premises or 
even a separate room in the same build- 
ing. Thus, in the case of segregated 
wholesaling or production activities 
taking place in a separate building or 
in separate rooms on the same prem- 
ises, the Division considers such to be 
separate establishments within the 
meaning of the exemption. The re- 
tail phase of the business may, there- 
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fore, be considered a retail establish- 
ment provided these other operations 
are entirely segregated. 


Dealers Engaging in the Contracting 
Business 

While the Bulletin does not expressly 
refer to this situation, it is our under- 
standing that the previous interpreta- 
tion will be continued in effect. In- 
sofar as the retail yard is concerned, 
the materials used by the dealer as a 
contractor will be considered in the 
same light as if the goods were sold 
to an outside contractor. Thus, in 
house jobs built on order with private 
home owners, the value of the materials 
will be included within the retail clas- 
sification. In the case of speculative 
construction, the materials will be con- 
sidered “non-retail.” In the case of 
contracting jobs for commercial busi- 
ness, industrial, Governmental, and in- 
stitutional consumers, the transaction 
will be considered wholesale or retail, 
depending upon whether or not a non- 
retail quantity is involved in the par- 
ticular transaction. 

Some question has been raised as to 
the status of the dealer-contractor’s 
employees engaged in actual construc- 
tion work. Such employees in a nor- 
mal case are not subject to the Act 
because they are neither engaged in 
interstate commerce nor in the pro- 
duction of goods for interstate com- 
merce. In the case of construction of 
buildings which will later be used for 
the production of goods for interstate 
commerce, the Division has indicated 
that it may consider the construction 
employees as engaged in an occupa- 
tion necessary to the production of 
goods for commerce and subject to the 
Act. This question is presently in- 
volved in the courts. 

It is our opinion that, if at the time 
of construction, no production of goods 
for commerce is taking place in the 
building being constructed, the em- 
ployees are not engaged in the produc- 
tion of goods for interstate commerce, 
even though the building at some later 
date may be used for that purpose. The 
same conclusion would apply to a re- 
modeling or repair job, during which 
period no production in the building 
Was in progress. 

(1) If a yard conducts no manufac- 
turing operations and meets the quali- 
fication for exemption as a retail es- 
tablishment, the unloading and receiv- 
ing employees, as well as all other 
employees, are exempt. 

(2) Ifa yard is engaged in manu- 
facturing operations only for local con- 
sumption, the exemption would not be 
effected and the unloading and receiv- 
ing employees would not be subject 
to the Act. 


(3) If the yard is engaged in manu- 
facturing materials destined for con- 
sumption in other States, the unload- 
ing employees, as well as all other 
employees, would be subject to the 
Act if the production operations were 
not segregated. If the manufacturing 
operations were segregated, the un- 
loading employees would be subject 
to the Act only during such work- 
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weeks as they unloaded, received or 
handled materials used in the manu- 
facturing operations. They would not 
be subject to the Act during such 
weeks as they were exclusively en- 
gaged in unloading and handling ma- 
terials in the segregated retail phase 
of the business. 

Some dealers engaged in manufac- 
turing goods for other States find a 
solution in the problem in having their 
unloading done by contractors. 

Another possibility in the case of 
large operations is to completely seg- 
regate all employment, stocks and op- 
erations relating to the manufacturing 
phase of the business. 


Office employees 


The comment with respect to office 
employees is the same as that with ref- 
erence to unloading and receiving em- 
ployees. If the establishment were 
otherwise exempt, they would be sub- 
ject to the Act only in such work- 
weeks as some part of their work re- 
lates to the manufacture or distribu- 
tion of goods produced for interstate 
commerce or raw materials used there- 
in. 

As previously stated, office em- 
ployees in central offices of line yards 
are considered by the Division as non- 
exempt. 


Watchmen 


In a yard qualifying for exemption, 
watchmen would be subject to the Act 
only if some of their services related to 
the production of goods for interstate 
commerce. If goods were produced 
merely for local consumption, they 
would not be subject to the Act. 

In view of the long hours involved 
and the minimum wages required some 
dealers find it advantageous to employ 
watch services rather than to employ 
individual watchmen. 

If the watchman is incapacitated for 
any other kind of work by reason of 
age or physical infirmity, a partial ex- 
emption might be obtained by making 
application for his classification as a 
handicapped worker. This can be done 
on forms supplied by the local Wage 
and Hour office. 


Travelling Auditors 

The Bulletin provides that travelling 
auditors of line yards spending their 
entire time during a given work-week 
in one of the unit retail establishments 
would be exempt. In our opinion, this 
result would also prevail if, instead of 
one yard, the travelling auditor spent 
his time in two or more yards, all of 
which were exempt. It is our under- 
standing that he would not be con- 
sidered exempt if any of his time dur- 
ing the week was spent in the central 
office unless of course, he qualified 
as an administrative executive or pro- 
fessional employee. 


Truck Drivers 

While the status of truck drivers is 
not covered in the present Bulletin, we 
include a brief comment in order to 
bring the members up to date on de- 
velopments in this regard. 
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In the case of a retail lumber yard 
not engaged in the production of goods 
for interstate commerce, it is difficult 
to conceive of a situation which would 
subject a truck driver to the overtime 
provisions of the Wage and Hour Law. 

Section 13 (b) of the Act exempts 
employees whose hours are subject to 
control by the Interstate Commerce 
Commission from the overtime provi- 
sions of the Wage and Hour Act. The 
Interstate Commerce Commission has 
ruled that truck drivers who during 
any work-week actually transport 
goods across State lines or move goods 
to or from a rail head at the beginning 
or end of an interstate shipment are 
subject to their exclusive jurisdiction 
and are not subject to the overtime 
provisions of the Wage and Hour Law. 
This ruling has been sustained by 
several court decisions and is not be- 
ing contested by the Wage and Hour 
Division. 

In the case of a truck driver whose 
work relates exclusively to the local 
delivery of goods from stock, he would 
not be subject to the Act because, 
firstly,he would not be engaged in in- 
terstate commerce and, secondly, he 
would be employed in a retail establish- 
ment if the establishment were so 
exempt. Even if the establishment 
were not so exempt, it is prob- 
able that he would be entitled to ex- 
emption as employed in a retail capac- 
ity if the deliveries made were in con- 
nection with retail sales. 


In one situation the Wage-Hour Di- 
vision might contend that the Act ap- 
plied to truck drivers. For instance, 
truck deliveries from a central ware- 
house of a line yard to one of the 
company’s yards would be considered 
an interstate commerce activity be- 
cause of the Division’s theory that the 
goods had not yet come to rest in the 
State but would not be considered in- 
terstate transportation within the 
motor carrier overtime exemption con- 
tained in Section 13 (b) of the Wage 
and Hour Law. 

In the case of a company producing 
goods for interstate commerce, we 
refer to Interpretative Bulletin No. 9, 
which provides as follows: 


“6. The wage and hour pro- 
visions of the Fair Labor Stand- 
ards Act apply to employees en- 
gaged in interstate commerce or 
in the production of goods for in- 
terstate commerce.” See Interpre- 
tative Bulletins Nos. 1 (Par. 32, 
101) and 5 (Par. 32, 105). “The 
Act is, therefore, broader in its 
coverage of employees engaged in 
connection with motor. carrier 
transportation than is Section 204 
of the Motor Carrier Act, 1935, 
which is limited to employees of 
carriers engaged in transportation 
in interstate or foreign commerce. 
Thus, the Fair Labor Standards 
Act applies to employees engaged 
in the transportation of persons 
or property by motor vehicle be- 
tween places within a State where 
the transportation constitutes the 
production of goods for commerce, 
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as the term ‘produced’ is defined 
in section 3 (j) of the Act, even 
though the goods have not yet 
entered into interstate commerce 
so as to subject the employees en- 
gaged in connection with their 
transportation to the jurisdiction 
of the Interstate Commerce Com- 
mission. Examples are: (a) driv- 
ers transporting goods in and 
about a plant producing goods for 
commerce; (b) chauffeurs or driv- 
ers of company cars or busses 
transporting officers or employees 
from place to place in the course 
of their employment in an estab- 
lishment which produces goods for 
commerce; (c) chauffeurs driving 
customers of a business producing 
goods for commerce; (d) drivers 
who transport goods from a pro- 
ducer’s plant to the plant of a 
processor, who, in turn sells goods 
in interstate commerce, the first 
producer’s goods being a part or 
ingredient of the second produc- 
er’s goods; (e) drivers who trans- 
port goods from a factory to the 
plant of an independent contractor 
who performs operations on the 
goods and returns same by truck 
to the factory which further pro- 
cesses such goods for commerce. 
These and other employees en- 
gaged in connection with the 
transportation of persons or prop- 
erty by motor vehicle who are 
subject to the Fair Labor Stand- 
ards Act because engaged in the 
production of goods for interstate 
commerce and who are not subject 
to the Motor Carrier Act, 1935, be- 
cause not engaged in interstate or 
foreign commerce’ within the 
meaning of that Act, are not 
within the exemption provided by 
section 13 (b) (1).” 


Conclusion 


Representatives of the Wage and 
Hour Division are now visiting reg- 
ional Wage and Hour Offices and are 
conducting an educational program on 
the new Bulletin among field inspec- 
tors and local Wage and Hour of- 
ficials. It is our understanding that 
dealers will have a reasonable time in 
which to digest the import of the new 
Bulletin in its application to their 
operations. We again call attention to 
the fact, however, that the new Bul- 
letin will be applied to operations on 
and after July 1, 1941. The Bulletin 
will not be applied retroactively, how- 
ever, prior to that date. 

We again stress the advisability of 
dealers in the borderline zone review- 
ing their situation with their indi- 
vidual counsel before determining upon 
their future policy with reference to 
the Wage and Hour Law. 

The new Bulletin will undoubtedly 
give rise to a flurry of Wage-Hour 
controversies with employees and pos- 
sibly with some field inspectors. It is 
essential that any such controversies 
involving possible litigation be brought 
to the attention of the National Retail 
Lumber Dealers’ Association promptly. 


Amemcanfiimberman 
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Wage-Hour Committee Recommends 


Higher Minimum, 


Wasuincton, D. C., July 7.—A majority 
of the Lumber and Timber Products Indus- 
try Committee recommended establishment 
of a 35 cents an hour minimum wage in the 
industry, says a bulletin of the Wage and 
Hour Division. This minimum, if approved 
by the Administrator after a public hearing, 
will increase the hourly wage rate of 
168,000 workers. About 143,000 of these 
workers, now getting less than 35 cents an 
hour, are employed in the South. The 
industry as defined for the committee 
employs 385,000 workers in the nation. 
About 75 percent of the workers whose 
earnings will be increased are employed in 
sawmills, shingle mills and wooden box 
plants. 


Small, Low-Wage Intrastate Mills Get 
Army Orders 


A recommendation that the law be ex- 
tended to cover operations affecting inter- 
state commerce came from James G. McNary 
of McNary, Ariz., one of the largest oper- 
ators of the Southwest. Much of the testi- 
mony, says the Division, was devoted to 
the competition interstate operations were 
encountering in the southern States from 
the many small, portable sawmills. Wit- 
nesses opposing an increase in the minimum 
wage pointed out that although commerce 
was legally obliged to pay 30 cents an hour, 
the portable sawmill man, limiting himself 
to intrastate business, was able to employ 
labor at the prevailing agricultural rate, 
frequently 15 cents an hour. Witnesses also 
pointed out that successful bidders for the 
large orders currently being placed by the 
United States Government for Army can- 
tonments in the South were often those 
operating with no minimum wage require- 
ments within the State where the canton- 
ment was to be built. The Committee 
adopted a resolution reading: ‘The Com- 
mittee unanimously recommends to the 
Administrator that he give prompt consid- 
eration to the wisdom of seeking such 
amendment to the Fair Labor Standards Act 
as will make any minimum wage fixed under 
the Act applicable alike to all industry, 
including intrastate operations affecting 
interstate commerce.” 


Total Output of Numerous Small 
Southern Miils Is Large 


Studies by Government economists of the 
wages paid in the industry show that the 
average wage paid in the West was 72.7 
cents an hour, in the North, 46.4 cents an 
hour, and in the South, 34.6 cents an hour. 
The wage study submitted to the committee 
said: “The South ranked next to the West 
in lumber output in 1939. In that year, 42 
percent of all the lumber cut, 38.6 percent 
of all the softwood lumber cut, and 61.8 
percent of all the hardwood lumber cut, 
came from the South. The lumber industry 
in the South is . . . characterized by a pre- 
ponderance of small operations. Of the 
16,935 mills engaged in the production of 
lumber, lath, and shingles in the United 
States in 1939, 10,533, or 62.2 percent, were 
in the South. . .” 


Intrastate Control 


Congress Has Power to Control 
Intrastate Competition 

Chief Justice-designate Stone, in deliver- 
ing the opinion of the Supreme Court of 
the United States, upholding the constitu- 
tionality of the Fair Labor Standards Act 
in the Darby Lumber Case on February 3, 
1941, said in part: “The power of Congress 
over interstate commerce is not confined 
to the regulation of commerce among the 
States. It extends to those activities intra- 
state which so affect interstate commerce or 
the exercise of the power of Congress over 
it as to make regulation of them appropriate 
means to the attainment of a legitimate end, 
the exercise of the granted power of Con- 

gress to regulate interstate commerce.” 





Absence of Product or 
Region Differentials 
Pleases Northeast 


New York, July 7—H. E. Broderick, 
executive secretary Northeastern Lumber 
Manufacturers Association (Inc.) believes 
his members were fortunate in securing the 
thirty-five (35) cent rate, inasmuch as the 
furniture and furniture parts rate was set 
at forty (40) cents during the previous 
week; and rejection of regional or product 
differentials. It is within the power of the 
Administrator to seek a further upward 
revision toward the forty (40) cent maxi- 
mum before October, 1945, he comments, 
but thinks that the thirty-five (35) cent rate 
may stand until that date. 

The Lumber and Timber Products Indus- 
try Committee recommended that the mini- 
mum wage be fixed at thirty-five (35) cents 
per hour for all employees covered in their 
definition of the industry, with no regional 
nor product differentials. 





Planing Mill Labor Subject to 


New Minimum 


WaAsuincTon, D. C., July 7—As has been 
previously stated, we believe that processing 
or manufacturing operations (planing mill), 
considered to be subject to the Wage and 
Hour Law, will be subject to the new wage 
scale recommended by the Lumber and 
Timber Products Industry Committee, says 
H. R. Northup, secretary-manager, Na- 
tional Retail Lumber Dealers’ Association. 





Southern Pine to Meet to 
Consider Its Position 


New Orteans, LA., July 7.—In a bulletin 
to members of Southern Pine Industry 
Committee, Chairman C. C. Sheppard says: 

“The Administrator will hold a_ public 
hearing (between Aug. 5 and 15), after 
which he will accept or reject the Commit- 
tee’s report. If the Committee’s report is 


accepted, the effective date of the new 
minimum wage will probably be late Septem- 
ber or early October. It is now necessary 
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for the Southern Pine industry as a whole quizzing. They will make field trips to in- B. M. Farris, manager. Wartime conditions 
to meet again and decide what position teresting building operations in the Phila- have curtailed lumber shipments to other 
should be taken before the Administrator’s delphia area. Tuition is $70. Dormitory parts of the United Kingdom. 
public hearing; therefore, I am calling such facilities are available at $1 per day. Ap- A battery of ten dry kilns with a capacity 
a meeting for Thursday, July 17, at the plications for enrollment should be sent the of 300,000 feet of lumber per day is being 
Roosevelt Hotel in New Orleans, to be held Home Builders Institute at 22 West Monroe constructed. Estimated cost of the project 
in conjunction with the mid-summer conven- Street, Chicago. is $365,000. A storage shed 700 x 75 feet 
tion of the Southern Pine Association. I for dried lumber will cost $48,000. $20,000 
hope there will be an adequate representa- . , has been delegated for the installation of 
tion of the industry at the meeting.” Canadian Mill Installs a high speed planer, and additional sorters 

" ° have already been set up in the mill. The 
New quipment latter equipment will enable the company to 
ee ° Port ALBERNI, B. C., June 18.—Additional produce finished and sized lumber, formerly 
New Minimum Will Not Be facilities are being constructed at the Bloe- not done to any appreciable extent. 
4 del, Stewart & Welch (Ltd.), lumber mill Hemlock, not universally usable in its 
Effective Before Sept. 30 here in an effort to attract a larger share green state, will have an increased market 
WasHincton, D. C, July 7.—Oral of the World and United States rail ship- following the installation of the new kilns, 
assurances have been given by the Wage- ping market, according to a statement by with other types of wood following. 
Hour Administrator that, if issued, a ruling 
establishing the new 35-cent minimum will 
not be effective before Sept. 30, reports 
National Lumber Manufacturers’ Associa- 
| tion. 
Buying Interstate Puts Dealer 
Under NLRB 
PHILADELPHIA, PENNA., July 7.— The 
Suburban Lumber Co., of Oaklyn, N. J., 
although the company claimed it operated 

; almost entirely in New Jersey, was held to 

. be in interstate commerce through buying 

5 90 percent of its lumber in other States, 

e in a Federal Circuit Court decision, which 

¢ sustained a National Labor Relations Board 

t order to reinstate seven truck drivers who 

5 contended their dismissal was due to their 

t having joined the International Brotherhood 

e of Teamsters. The Court also ordered that 

d they receive back pay, with appropriate 

% deduction for any other jobs they held in 

:, the three years since their dismissal. 

e 

3 Offers Course of Study in 

s Home Building 

ir po ‘ ‘ ° ° 

{ The Home Builders Institute of America, 

2 ; get s 
newly formed specialized branch of the Na- 
tional Association of Real Estate Boards, is 
offering a course in home building, to be 
given in co-operation with the Wharton 

O School of Finance and Commerce of the 
University of Pennsylvania for the two : = . 

weeks beginning Aug. 18. Topics announced With THORNTON Walking- 

>} ° ; . ° 99 . . 
‘ to be covered include (1) city and neighbor- : = Beam” spring design less shock 
~\ hood growth, (2) city analysis, (3) real With — driving axles under the reaches am pie ae 

estate value in relation to home building, load instead of one, you are able 

a (4) principles of land utilization, () mar- to haul bigger payloads. YOU SAVE MONEY because your 
ket analysis, (6) factors controlling selec- initial i . d d 25 
nc tion of location, (7) planning and develop- With double the tractive effort iitial investment is reduce 
ys e a ‘ _ . . - ha . . e i 
* ae = eee ogg ge ii obtained with the THORNTON to Pein: Users ps se aren 
. oo wl sella Peay and upkeep costs 30to © lower. 
design, (10) budgeting cost of houses, (11) two-speed gearcase, you can keep _— 
_— — Ay: yong re going when conditions are tough. Let us show YOU how tto save 
and purchase of material, (13) labor, ° 
other problems of job organization, (15) You get more flexibility with two wees J with e ae a 
supervision of work, (16) financing the transmission ratios—one for unit engineered or UR job. 
project, (17) financing the purchaser, (18) z : — 
Hin FHA requirements, (19) marketing methods, power, one for speed. Successful in scores of industries! 
ry (20) cost accounting, (21) principles of ad- 
“i ministrative and executive control of the 
1c whole home building operation. Any home 
ter builder of sufficient background and experi- T H O R » ij 'e) » T A N » E M < O : 
it- ence to pursue the course profitably may en- 8725-8779 GRINNELL AVE. DETROIT, MICH. 
18 roll. Students will meet with the faculty in Manufacturers also of the THORNTON automatic-locking DIFFERENTIAI 
ew informal quiz sessions every evening in the “When you need TRACTION you need THORNTON” 
m- school dormitories, the students doing the 



































Cut from choice Arkansas 
Oak, DIXIE Brand Flooring 
is beautiful in grain and 
finish, uniformly fine in tex- 
ture. Remember, we do not 
make the MOST Oak Floor- 
ing, but we DO make the 
BEST. Write for samples 
and prices. 


W.R. WRAPE STAVE COMPANY 


Post Office Box 182 





HARD 


oir 


LITTLE ROCK, 
AND BIRCH 


Quam 
FLOORIN GCG 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


SIWWELLS 


LUMBER COMPANY 





ARKANSAS 


MAN YVFAoO TVR ER SS 
MENOMINEE MICHIGAN. 





Idaho— 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 


New York 
Office—4i East 42d St. 


and Sugar Pine 


Cedar and 
West Coast Products 


PITTSBURGH, PA. 





Ponderosa— 
California White 
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B LUMBERMEN! 

O Write now for our catalog telling 
O about our books that'll 

K HELP YOU MAKE MONBY 

S Bey 4315S. Destbess St. 
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Canadian Lumbermen 
Entertain 


WinniveG, MAn., July 9.—Don S. Mont- 
gomery, secretary of the Wisconsin Retail 
Lumbermen’s Association and I. E. Well- 
man, circulation manager of the AMERICAN 
LUMBERMAN, Chicago, Ill. were the honored 
guests at a luncheon in the Fort Garry Ho- 
tel, Winnipeg, Man., Canada, attended by 
more than 25 prominent representatives of 
the lumber industry in Canada. 

The two, who are on a fishing trip at 
Kenora, Ont., drove 147 miles to Winnipeg 
to accept the luncheon invitation of W. Y. 
Strachan, secretary-treasurer of the Western 
Retail Lumbermen’s Association (Canada). 
Neither expected, however, to be met by 
such a representative group. 

H. Steinthorson, vice president of the 
Western Retail Lumbermen’s Association 
(Canada) presided at the lunch. Mr. Mont- 
gomery explained the financial set-up of the 
insurance department of the Wisconsin as- 
sociation. F. E. Wellman told the Cana- 
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dian lumbermen about the rapid change of 
the retail lumber business in the United 
States to package selling methods. 

Others who spoke briefly were R. J. Gour- 
ley, general manager of the Beaver Lumber 
Co. (Ltd.) ; A. K. Godfrey, general manager 
Monarch Lumber Co. (Ltd.) and C. J. Lee, 
general manager, North American Lumber 
& Supply Co. (Ltd.), all of Winnipeg. 

Also among the guests were Martin Mac- 
Donald of the Thunder Bay Lumber Co., 
Port Arthur, Ont. and Supreme Bojum of 
Concatenated Order of Hoo Hoo. He in- 
vited the guests to the 1941 Hoo-Hoo con- 
vention. D. D. Rosenberry, Canadian tim- 
ber control representative, and the Hon. J. S. 
McDiarmid, minister of mines and natural 
resources represented the Canadian govern- 
ment at the meeting. 

Circulation Manager Wellman’s conclu- 
sions were as follows: “If all countries of 
the world would scrap their political good- 
will ambassadors and arrange to have busi- 
ness men meet at informal luncheons such 
as this one, solutions to the world’s problems 
would be nearer at hand.” 





NATIONAL SURVEY RETAIL LUMBER STOCKS AND SALES 


WASHINGTON, D. C. 
same on May 31 


as on April 30 
Lumber Dealers’ 


, says H. 


, July 9.—Retail lumber stocks for the country remained practically the 


R. Northup, secretary-manager National Retail 


Association, in presenting Report No. 9. 


Decreases in five regions, mostly 


in the Midwest and East, he continues, were of some magnitude, and overbalanced the sub- 


stantial increases in stocks in the Southwest, Mountain and Pacific regions. 


Total stocks on 


May 31 are estimated at 7,048 million feet, or 0.1 percent below the estimated stocks of 7,054 


million feet on April 30, 1941. 
ber of last year. 

Lumber sales continued their spring gaius. 
Central Region. 
May. 


May was the first month stocks have decreased since Novem- 


A substantial gain was made in the West North 


The East South Central Region reported 
All other regions had increased from one to thirteen percent. 


a slight decrease in sales during 
Retail sales for the 


country in May were about ten percent higher than in April. 


Detailed figures follow: 


% change % change 


























No. of . Stocks—M ft. from Sales—M ft. from 
Region Yards. May 31 Apr.30 April May April April 
1941 1941 1941 1941 
New Enmeiand «......cisivces 11 5,665 5,883 —3.7 1,529 1,856 +12.8 
Middle Atlantic ....... er 72 61,966 61,836 +0.2 16,101 15,113 be o 
maet Tee. Comeral....... css .0<s 137 56,746 58,060 —2.3 16,922 16,841 +0.5 
West No. Central. .......66. 529 103,494 106,168 —2.5 18,197 13,765 +32.2 
el eee ee 2% 12,269 12,806 —4,.2 4,003 3,748 +6.8 
Met Be. Cemerel « «256 cccedus 3 3,296 3,309 —0.4 1,012 1,060 —4.5 
West Boe. Ceomtral..<.icccves 48 10,219 10,065 +1.5 4,438 4,010 +10.7 
er errr re 119 32,969 31,317 +5.3 8,140 7,462 +9.1 
RI or out as grata tah eae ara ohare 130 122,867 113,608 +8.1 59,299 54,232 +9.3 
Independent Yards ....... 403 206,737 203,785 +1.4 72,189 65,571 +10.1 
BGMG TAPES 2. ok icd cde ecdcce 679 202,754 199,267 +1.7 57,452 52,016 +10.4 
WS a pen cus coenseerees 1,082 409,491 403,052 +1.6 129,641 117,587 +10.2 
ESTIMATED TOTAL RETAIL LUMBER STOCKS 
Million Board Feet 
Dee. 31, Dec. 31, Jan. 31, Feb. 28, Mar. 31, Apr.30, May 31, 
Region 1939 1940 1941 1941 1941 1941 1941 
Mew MIMIONE 2.6 66s iicsas 260 264 292 296 327 330 318 
ee era 1,067 1,120 3 088 1,117 1,230 1,233 1,236 
eet IG. CONOR... . cc ccescs 1,268 1,461 1,552 1,664 1,719 1,745 1,706 
Weat No. Central... ...iccssce 884 993 1,088 107% 1,222 1,237 1,206 
MOMEN BEIBBUC 6.0 cs civcccess 502 408 472 572 557 542 520 
meant Ge. COntrAl. . . 2.6. sscse 225 219 217 215 230 236 235 
“eeeet De, COMETEL.....<. decease. 487 564 561 581 565 573 581 
MEININE. .5.ke-6 06.0 w eee oe oes 214 224 222 219 221 222 234 
BN oo aticesidinca Wie cee nie aa cntele 900 842 891 870 904 936 1,012 
MMMM oo obi oa soelan Siic.csan 5,807 6,095 6,383 6,705 6,975 7,054 7,048 
Weighted percentage change ; 
from previous month..... Pee + 3.7 +4.8 +5.0 + 4.0 +1.1 —0.1 
Weighted percentage change - 
from previous year........ Pee +5.0 


STATES IN EACH REGION: 


New England: Maine, New Hampshire, Vermont, Massachusetts, Rhode Island, Con- 
necticut. 

Middle Atlantic: New York, Pennsylvania, New Jersey. : 

East No. Central: Ohio, Indiana, Illinois, Michigan, Wisconsin, . iu 

West No. Central: Minnesota, Iowa, Missouri, No. Dakota, So. Dakota, Nebraska, 
Kansas. , = . ate ee ean oe ae 

South Atlantic: Delaware, Maryland, District of Columbia, Virginia, West Virginia, 


North Carolina, South Carolina, Georgia, Florida. 


East So. Central: Kentucky, Tennessee, Alabama, 

West So. Central: Arkansas, Louisiana, 

Mountain: Montana, Idaho, Wyoming, Colorado, New Mexico, Arizona, 
Pacific: Washington, Oregon, California. 


Mississippi. 


Oklahoma, Texas. 


Utah, Nevada. 
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We Want to Render You a Service 


That Will Warrant Your Continued Business 


To provide our customers with the very best of 
lumber and lumber products. To be dependable 
and reliable in all our dealings. . . . Those are the 
ideals on which was founded the business of P. M. 
Barger Lumber Company. 


Those ideals have been kept before us through 22 
years of satisfying service to lumber dealers and 
manufacturers. Today our pledge is that the qual- 
ity of Barger products and the dependability of 
Barger service will always be maintained. 


P. M. Barger Lumber Company offers you choicest 
products in Southern and Western woods. Shingles 





and native hardwoods from the country’s leading 


manufacturers. All standard items of rough and 
finished lumber. 


Our millwork branch, Barger Millwork Company, 
supplies retail dealers with a complete line of win- 
dows, doors and stock millwork items. Large stocks 
of Ponderosa Pine windows and Fir doors. We can 
produce from high-quality Ponderosa Pine odd sizes 
and special designs in both windows and doors. 


We solicit your orders for carload, pool car and 
motor truck delivery. We invite you to write us 
regarding your lumber and millwork problems. 


P. M. BARGER LUMBER COMPANY 


STATESVILLE, NORTH CAROLINA 


BRANCH OFFICE: COLORADO BUILDING, WASHINGTON, D. C. 








P. O. BOX 1152 
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Lumber Declares Its Ability 
to Serve for Defense 


An important job is being done for the 
lumber industry, in a matter that is critical 
at the moment, as a first step to improving 
its standing in public opinion. One of the 
industry's immediate problems is to get pol- 
icy-making Defense officials at the Capital 
to realize that there is no bottleneck in 
lumber, and that, since one is unlikely to de- 
velop, the industry is in excellent position to 
relieve bottleneck situations in other raw 
materials, and thus to contribute more mag- 
nificently to the Defense program. 

These officials are being made aware of 
lumber’s ability and desire to serve by pub- 
lication of a series of five weekly advertise- 
ments, each occupying two-thirds of a news- 
paper page. They are being run in the 
Washington (D. C.) Evening Star. The 














abh for actual hghting # 








first four of these advertisements are repro- 
duced here in miniature, to give an idea of 
the fine display the messages were accorded. 

This advertising campaign represents the 
first move in the Better Public Relations 
program of the lumber industry, through 
American Forest Products Industries (Inc.). 
On page opposite there is given the personnel 
of committees appointed to further this 
campaign. 

Another move in this direction was the 
recent meeting at Oshkosh, Wis., under the 
auspices of Northern Hemlock & Hardwood 
Manufacturers Association and national lead- 
ers of the industry, in which the U. S. lorest 
Products Laboratory took a large part in 
telling the story of the lumber industry to 
those that use its products. 
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-- many defense problems can be solved 
by running our saws a little faster! 





America has sbundant. 
Let's ase them for defense! 


constantl replenished forest reserves. 


Lumber Can Uncork Bottlenecks 
S&S 

















Laboratory Programs May Aid Public 
Appreciate Wood 


OsHkKosH, Wis., July 7—At the Athearn 
Hotel here June 25, before an appreciative 
audience of architects, lumbermen, wood- 
workers and educators, the U. S. Forest 
Products Laboratory staff gave an interest- 
ing story of the institution’s accomplish- 
ments. This was the first demonstration of 
the sort ever presented to the public outside 
the laboratory. Consequently, Oshkosh, 
one of the nation’s most important wood- 
working centers, was treated to a preview 
of what may later develop into a program 
of public education in the appreciation of 
wood. The program was inspired by the 
Public Relations Department of the National 
Lumber Manufacturers’ Association. 

R. P. A. Johnson, senior engineer, illus- 
trating his remarks by means of models, 
exhibits and photographs, demonstrated how 
lumber was being better used in dwelling 
construction, because of principles involving 
structural stability, insulation and design, 
through the practical application of scientific 


principles. Huge spans in buildings such as 
airplane hangars, ship yards, and bridges are 
now being accomplished with glued-up lumber 
and with the use of special timber connectors 
which add many times to the strength of 
joints. He told what the Laboratory had 
accomplished to defeat the so called enemies 
of wood, consisting of fire, rot, shrinkage 
and distortion, demonstrating fireproof and 
shrinkless wood. 

E, E. Harris covered the chemical phases 
of the Laboratory’s investigations, wherein 
the structure of wood is changed through 
the addition or subtraction of vital sub- 
stances. By the addition of certain chemi- 
cals, together with heat and pressure, wood 
can be compressed into half its original size, 
producing a product which is tremendously 
strong, of stable form and with a surface 
nearly as hard as glass. He related develop- 
ments in the field of cellulose, including 
rayon and other complex materials. Among 
the articles exhibited, now made of wood, 


were fabrics, shoe soles, dental plates, con- 
tainers of various types, a plastic which 
would adhere firmly to metal. Fine cellulose 
is now capable of production from aspen, 
one of the trees of the North. 

Speaking on the importance of wood in 
National Defense, Mr. Harris demonstrated 
how plasticized wood could be utilized in 
airplane propellers, boat ribs and keels, and 
many other articles. 

I. N. Tate, vice president of the Weyer- 
haeuser Sales Co., St. Paul, Minnesota, 
spoke briefly on the necessity of developing 
more avenues of use for wood products in 
order to justify the expansion of forest 
practices necessary to replace the forest 
resources of America. He called attention 
to the door of opportunity which research 
was opening for the lumber and_ timber 
products industry and stressed the point that 
the country’s only renewable resource should 
be more widely understood, appreciated and 
used. 

Attending this meeting representing the 
lumber industry were B. R. Ellis, Jackson- 
ville, Fla., chairman; R. G. Kimbell, Wash- 
ington, D. C., secretary of the National 

(Continued on Page 59) 
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Seek Funds to Improve Industry’s 
Standing in Public Opinion 


Wasuineton, D. C., July 7—M. L. 
Fleishel, president of the National Lumber 
Manufacturers’ Association, has announced 
the appointment of an industry-wide com- 
mittee which will seek the funds necessary 
to implement the campaign to improve the 
forest industries’ standing with the general 
public, in accordance with recommendation 
by the NLMA executive committee at its 
May 15 meeting here. 

I’, K. Weyerhaeuser will serve as gen- 
eral chairman, with C. C. Sheppard and 
Walter Neils as co-chairmen of the new 46- 
man group, which represents all of NILMA’s 
federated associations. 

Appointment of the general committee 
establishes the machinery for providing the 
$300,000 necessary annually to conduct the 
work outlined in a public relations program 
presented to the executive committee by a 
special sub-committee on public relations, 
which had studied the problem for several 
months in collaboration with the NLMA 
staff and Selvage & Smith, New York public 
relations counsel. The detailed plan of action 
was contained in a 100 page publication— 
“Better Public Relations For Lumber.” 

Because the new public relations work 
calls for the co-operation of a large group 
of varied forest industries, it will be con- 
ducted by the American Forest Products In- 
dustries (Ine.). 


General and Temporary Committees 
Named 


Coincidental with the establishment of the 
larger committee, Mr. Fleishel appointed a 
temporary committee for the administration 
of the new activity. The membership of this 
group is: J. M. Brown, Earl McGowin, 
Corydon Wagner, L. G. Carpenter, F. K. 











Cc. SHEPPARD, WALTER NEILS, 
Clarks, La.; Libby, Mont.; 
Co-Chairmen of Committee on Public 
Relations 


Weyerhaeuser, R. C. Winton, C. C. Shep- 
pard and M. L. Fleishel. 

General committee appointments were: 

Appalachian—Luther Griffith, EK. M. 
Vestal. 

Hardwood Dimension—C. Arthur Bruce, 
Parrish Fuller. 


Maple Flooring—John Bush. 

Northeastern — Kenneth Hancock, Ned 
Piunkett. 

Northern Hemlock—John S. Landon, 
John M. Bush, Geo. N. Harder. 

Scuthern Cypress—-C. R. Macpherson. 

Southern Hardwood Producers—W. W. 
Kellogg, H. M. Seaman, Lee Robinson. 

Southern Pine—E. M. MecGowin, P. A. 
Bloomer, L. O. Crosby, Arthur Temple, W. 
H. Burruss, O. N. Cloud. 

Veneer—Thomas A. Dean. 

West Coast—-Corydon Wagner, E. A. 





M. L. FLEISHEL, F. K. WEYERHAEUSER, 
Shamrock, Fla.; St. Paul, Minn.; 


National’s President General Chairman 


Lewis, Walter B. Nettleton, Edmund Hayes. 

Western Pine—E. N. McDevitt, C. L. 
Billings, J. M. Brown, R. R. Macartney, T. 
S. Walker, Swift Berry, A. G. Glassow. 

Northern Pine—L. G. Carpenter, R. C. 
Winton. 

Walnut—B. F. Swain. 

Mahogany—H. A. Freiberg. 

Red Cedar Shingle Bureau—Paul R. 
Smith. 

At Large—J. W. Blodgett, J. W. Watzek, 
Jr., W. M. Ritter, James G. McNary. 

Ex-Officio—M. L. Fleishel, I. N. Tate. 

NLMA’s subcommittee on public relations, 
which was instructed by the directors in 
November, 1940, to study the standing of 
the forest industries with the public, was 
composed of Corydon Wagner, F. K. Weyer- 
haeuser, R. C. Winton, C. C. Sheppard and 
Leonard Carpenter. 


Surveys Public Thought About Industry 


One of the subcommittee’s first moves was 
to seek means of determining the position 
of the forest industries with both the pub- 
lic and the merchants, builders and mechan- 
ics who work with their products. The sub- 
committee felt that an authoritative diagnosis 
of the reasons for unfavorable items in the 
public press concerning the forest industries, 
and generally unsympathetic attitudes else- 
where, was an indispensable first step in 
the preparation of a program to fairly 
present full facts concerning the industry's 
stewardship of the forests and its generally 
progressive outlook. 

With the assistance of NLMA, the com- 
mittee determined to employ uptodate scien- 
tific means of sampling the reactions, or 





(Continued on Page 63) 
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TECO gee AIDS FOR 


LUMBER SALES 


For New Home 
Construction 
Sell Your Trade 


TECO 


TERMITE SHIELDS 


... the new 
scientific protection 
against subterranean ter- 
mites in infested regions. FHA 
designates shields a preferred 
protection —as Teco dealer in 
your area, profit by this easy 

selling “package item.” 


For light and heavy frame build- 
ings sell your trade the 


TECO 
CONNECTOR SYSTEM 


Get TECO Connector typical de- 
signs into the hands of your local 
builders and building commit- 
tees; turn their minds to timber 
for that ball park grandstand, 
watér tower, school gym, loading 
dock, bridge, bus station — get 
the “how” of it from TECO today, 
the “why” of it is MORE lumber 
sales for you. 


Timber Engineering Co., Inc. 


Dept. KK-7 1337 Conn. Ave. 
Washington, D. C. 


Dept. KK-7 1337 Conn. Ave., Washington. D. C. 


Send us Froe sales literature on Teco Connectors 
and Teco Termite Shields. 


: 
Street 


Lv cienemoneeniaueugiecaill 
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DEFENSE HOUSING PROGRAM EX- 
TENDED; PRIORITIES PROPOSED 


Plans Discussed for Giving 
Priority to Defense Housing 


Wasnineoton, D. C., July 7—A program 
providing priority aid for Defense housing 
projects (projects built both by the Govern- 
ment and private industry in Defense areas) 
is being worked out by E. R. Stettinius, Jr., 
director of priorities, and the Housing 
Coordinator, says H. R. Northup, secretary- 
manager National Retail Lumber Dealers’ 
Association. He continues: 

The program anticipates that the needs of 
Defense housing will be placed ahead of 
the needs of civilian and non-Defense hous- 
ing where and when necessary to assure a 
steady flow of building materials. The pro- 
gram provides that the Housing Coordi- 
nator is to supply to the Priorities Divi- 
sion: 

(a) A complete list of all publicly fi- 
nanced Defense housing projects’ for 
which priority assistance is recommended. 

(b) A list of areas in which an acute 
shortage of housing either exists or im- 
pends, thereby threatening to impede or 
interfere with National Defense activities, 
together with figures on each area indi- 
cating how much Defense housing is 
needed, 

(c) A formal definition of what shall 
constitute Defense housing. 

Under this program, priority assistance 
may be given either to a publicly financed 
Defense housing project, or to private indus- 
try Defense projects, within a designated 
area. Plans are being made under which 
project, or area, ratings may be extended 
to applicants by local representatives of the 
Government to be designated by the Hous- 
ing Coordinator. 


Defense Housing to Get Preference on 
Scarce Materials 


In order to aid contractors engaged in 
Defense housing work to speed up delivery 
of materials, a “Defense Housing Critical 
List” is now being prepared. This “Critical 
List’ will contain only items on which, in 
the opinion of the Priorities Division, pref- 
erence ratings are necessary to obtain the 
quantities and delivery dates required. The 
list will exclude items of vital Defense 
nature—such as aluminum, copper, nickel, 
bronze, zinc, etc.—except when the Defense 
Housing Coordinator demonstrates that items 
or products containing these materials are 
absolutely essential and that adequate sub- 
stitutes can not be used. It is expected that 
this “Critical List” will be soon available. 
It will definitely point to those materials 
which must be furnished to Defense housing 
projects before the needs of private construc- 
tion of a non-Defense nature can be eccom- 
modated. 





Says Dealers Should Increase 
Stocks and Selling Efforts 


KANSAS City, Mo., July 7.—The following 
comment on proposed priorities on building 
materials is made by E. E. Woods, secretary- 
manager Southwestern Iambermen’s Asso- 
ciation, in a bulletin to n.embers: 


Will building restrictions be imposed? 

The enactment of the FHA and the recent 
extension of Title I, clearly demonstrate that 
the Federal Government is highly desirous 
of maintaining construction, thus keeping 
a large group of men at work. It would, 
therefore, follow that severe restrictions 
will be imposed only as conditions demand 
that such steps be taken. 

Even if the Government requires large 
amounts of lumber for additional canton- 
ments and other Defense structures, to 
supply these needs the mills must manufac- 
ture quantities of lumber of other sizes and 
grades that are satisfactory for residential 
construction. 

As we see it, the lumber dealers would do 
well to carry larger than normal stocks 
during this period, and make a greater effort 
to sell than ever before. 

The argument to build now before the 
costs of labor and materials advance, and 
before war time restrictions are placed on 
construction, will be convincing to many 
potential home owners. 





Drafts ''Ceiling'’ Price Sched- 
ule for West Coast Uppers 


Wasuincton, D. C., July 7.—A price 
ceiling on upper grades and specialties of 
West Coast lumber is being drafted by the 
Office of Price Administration and Civilian 
Supply, it was announced by OPACS Ad- 
ministrator Leon Henderson. Mr. Hender- 
son said that heavy buying of specialties may 
have been stimulated by unusual conditions, 
adding that these conditions do not war- 
rant price advances. 





Additional Defense Housing 
Projects Announced 


WasHInctTon, D. C., July 9.—With the 
announcement of a far-reaching program of 
priority aid for Defense housing, there were 
strong indications in Washington that con- 
trols over the low-cost housing program, 
exclusive of public construction, will be held 
primarily under the jurisdiction of the Office 
of Price Administration and Civilian Supply. 
The original priorities announcement, as 
made by the Office of Defense Housing Co- 
ordination, calls for a broad program under 
the direction of that office. However, it was 
indicated that primary control over alloca- 
tions of building materials for low-cost 
civilian housing will be retained by OPACS. 
OPACS Administrator Leon Henderson is 
setting up commodities advisors in the con- 
struction field under OPACS, taking in all 
the mechanical trades and building materials. 
The Office of Defense Housing Co-ordina- 
tion will function in the large-scale housing 
field, and Co-ordinator Charles F. Palmer 
will possibly make recommendations as to 
the urgency of need within a particular area. 
The function of OPACS in this picture will 
be to conserve materials and to ration the 
materials as the Agency sees fit. Active 
participation by OPACS in the construc- 
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tion program will probably depend to some 
extent on whether price control legislation 
is enacted by Congress. 


President Asks Additional Funds for 
New Housing Projects 


The Defense housing program was ac- 
celerated when the President approved con- 
struction with public funds of approximately 
10,000 units. This followed his request for 
congressional authorization of an additional 
$300,000,000 for Defense housing. In a 
special message to Congress, the President 
pointed out that the Defense program will 
require construction of at least 125,000 addi- 
tional housing units before July 1, 1942. 
His proposal for $300,000,000 would pro- 
vide for 75,000 of these extra units, and 
would be for the most urgently needed hous- 
ing at the present time. 


Two Big Projects for Shipyard Workers 
Appproved 


The two largest projects approved by the 
President in the program of construction 
were for 1,000 homes each in the Baltimore 
(Md.) and District of Columbia areas. The 
1,000 homes in Baltimore will be for families 
of the Bethlehem-Fairfield Shipbuilding 
workers. At the same time, it was sug- 
gested that private enterprise would be able 
to supply an additional 9,000 homes required 
in connection with Defense activity. For 
the District of Columbia area, the 1,000 
homes will be divided as follows: 600 in 
Anacostia for Navy Yard employees; 120 
in Cabin John, Md., and 280, with loca- 
tion unspecified, for employees of the War 
and Navy Departments. An additional 7,000 
homes for workers in Defense agencies, to 
be constructed by private building, was sug- 
gested by the Defense Housing Co-ordina- 
tor, stating that these homes could com- 
mand rentals of between $35 and $65 a 
month. Such construction could come under 
FHA Title VI. 

The President approved construction of 
700 permanent homes at Jacksonville, N. C., 
where the new Marine Base has created a 
housing shortage. The base is an entirely 
new military establishment, and will be per- 
manent, though eventually somewhat re- 
duced in size. Jacksonville is a Defense 
area, and therefore Title VI is also applica- 
ble here for an additional 366 homes which 
Mr. Palmer recommended for construction 
by private enterprise. 

Construction of 600 homes for the families 
of workers in the aircraft and other indus- 
tries in Wichita, Kan., was also approved. 
Private buildings should provide an addi- 
tional 500 houses, it was said. 


Projects Approved and Private 
Building Recommended 


Other housing approved by the President 
is as follows: 


Cleveland, O., area—500, near Euclid: 
private building recommended, 1,500 units. 

Seattle, Wash. — 500. Private recom- 
mended, 1,000 units. 

Richmond, Calif.—450, private, 500 units 
Childersburg, Ala., area—400, broken down 
as follows: Childersburg, 50; Sylacauga, 
150; Talladega, 150; 50 demountables in 
nearby rural area. 

Charleston, W. Va.—400; 400 private. 

Kingsbury-LaPorte, Ind., locality — 40" 
demountables, in Knox and Walkerton. 

Jacksonville, Fla., locality—400, at Naval 
Air Station. 

New Orleans, La., area—325; 80 private 
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Connersville, Ind.—300; 100 private. 

Springfield, Mass., locality—300. 

Canton, O., locality—300; 300 private. 

Alcoa, Tenn., 250. 

Caldwell, N. J.—250; 5,000 private. 

Briston, Conn., 200; Burlington, Ia., 200; 
Savannah, Ga., 150; Madison, Ind., 100; 
Bakersfield, Calif., 85; Fort Wayne, Ind., 
75; Pensacola, Fla., area, 200—1,000 for 
enlisted personnel at the Pensacola Naval 
Air Station, and 100 for enlisted personnel 
at Ellyson Field; Banana River, Fla., 
Naval Air Station, 50; Litchfield Park, 
Ariz., 100; Cape May, N. J., 50; Port Clin- 
ton, O., 100 (demountable); Victoria, Tex., 
100; Wichita Falls, Tex., 175 (530 for pri- 
vate enterprise); Dahlgren, Va., 50; Meri- 
dian, Miss., 100; Charlotte, N. C., 85; 
Biloxi, Miss., 175. 


Defense housing construction is already 
under way in many of the areas designated 
by the President. In such cases, the hous- 
ing approved by him will be in addition to 
already programmed Defense housing. 


New Contracts Awarded for Defense 
Housing 


Contracts were awarded for Defense 


housing as follows: 

Valparaiso, Calif., 100 additional units; 
to Paul A. Miller Construction Co., Lees- 
burg, Fla.; estimated cost, $332,500. 

Fort Ord, Calif., 286 additional units; 
to Dinwiddie Construction Co., San Fran- 
cisco, Calif.; estimated cost, $877,000 

Louisville, Ky., 88 units; to Samuei 
Plato, of Louisville, Ky.; estimated cost, 
$272,000. 

Louisviile, Ky., 162 units; to Whitten- 
berg Construction Co., Louisville, Ky.; 
estimated cost, $546,000. 

Alexandria, La., 255 units; to Tudor & 
Ratcliff and Gravier & Harper, of Alex- 
andria, La.; estimated cost, $839,500. 





Heads Lumber and Timber 
Products Section in OPM 


Wasuinocton, D. C., July 7.—Reorganiza- 
tion within the Office of Production Man- 
agement has resulted in some now appoint- 
ments to the lumber and timber products 
section, and will probably result in the 
establishment of a new Industry Advisory 
Committee to fit the OPM’s altered policy 
in connection with industry committees in 
general. 

The lumber and timber products section, 
which is now under the Purchases Division 
of the OPM, directed by Donald Nelson, 
will be headed by John Foley, of Phila- 
delphia, forester of the Pennsylvania Rail- 
road, who will take charge on July 1. His 
associates will be James M. Alexander, re- 
frigerator manufacturer of Chattanooga, 
Tenn., and L. W. Smith, former National 
Lumber Manufacturers’ Association — staff 
member. 

The new lumber section will handle all 
questions concerning lumber and_ timber 
products, despite its location in the Division 
of Purchases. Such questions may concern 
purchases, production and priorities. The 
assignment of the lumber section to the 
Purchases Division, in place of the produc- 
tion division under John M. Biggers, results 
from the conclusion that predominant De- 
fense problems relating to lumber and tim- 
ber products are likely to be purchasing 
rather than production or priorities. 

It is not yet possible to secure much de- 
tailed information concerning the formation 
of a new Defense Advisory Committee. 
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Expands Selling Program; 
Offers Information on 
Dealership 


An expansion of its sales promotion pro- 
gram for glass “Designed for Happiness” 
has been announced by the Libbey-Owens- 
Ford Glass Co. The program was developed 
about a year ago to stimulate the greater 
use of glass in residences. It is said that 
homes incorporating large amounts of glass 
have been enthusiastically received by home 


buyers. Standard glass items are offered 
at a cost to suit all priced houses, and most 
of the features can be sold through any 
recognized finance plan. 

The Libbey-Owens-Ford company feels 
justified therefore in broadening the scope 
of its national advertising and adding new 
dealer representatives to its distribution 
system. Complete details on participation 
in the new program as an authorized rep- 
resentative may be obtained by addressing 
Libbey-Owens-Ford at Dept. AL-712, Nich- 
olas Bldg., Toledo, Ohio. 
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Looks Count =a 





Untreated 
Lumber 
often becomes 
unprofitable 
Lumber 
















and lasts 
longer 


——=DOWICIDE Pays 


Bright, stain-free, air-dried lumber is your best “stock in trade” 
and it can be kept that way by dipping-in-DOWICIDE at a 


trivial cost of only a few cents per M bd. ft. 


This time-proved anti-stain chemical is simple to prepare and 
easy to use. It gives positive stain control for both sap stain 
and mold fungi, protecting your lumber, maintaining your 


grades, and insuring maximum profits. 


Follow the lead of other successful mill operators and depend 
on DOWICIDE ... and if you are a wholesaler or retailer, 


insist upon DOWICIDE-treated lumber. 


DOWICIDE 


A. D. CHAPMAN 


Chicago, Illinois 


Distributed and Serviced by 


Ask for BULLETIN 
No. 40-A .. . it con- 
tains valuable hints 
for vat construction. 


& COMPANY, INC. 


New Orleans, Louisiana 


DOWICIDE- 
dipped lumber 
looks better, 

sells easier 
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"LAB" GETS LARGER FUNDS 


WasHInGTON, D. C., July 9.—Funds for 
the Forest Products Laboratory at Madison, 
Wis., became available when the President 
atixed his signature to the Agriculture Ap- 
propriation bill. As finally agreed to by 
Senate and House, funds for the laboratory 
were fixed at $782,500, a compromise be- 
tween the Senate estimate of $1,000,000 and 
the House recommendation of $632,500. 





HIGHWAY USERS FACE HEAVY 
TAX INCREASES 

WaAsHINGTON, D. C., July 7.—Highway 
users are dealt heavy blows in new F[ederal 
taxes voted by the House ways and means 
committee and made public July 1, says 
National Highway Users Conference. New 
taxes and tax increases include: 

All motor vehicles—use tax of $5 per 
vehicle. 

Automobiles and house trailers—excise 
tax doubled, increased from 3% to 7 per- 
cent. 

Trucks and tractors—excise tax doubled, 
increased from 2% to 5 percent. 

Truck trailers and semi-trailers—no ex- 
cise tax at present, but Committee con- 
sidering tax of 5 percent, the same as for 
trucks and tractors. 

Buses—excise tax increased from 3% to 
5 percent. 

Motor vehicle parts and accessories— 
excise tax doubled, increased from 2% to 
> percent. 





Tires —excise tax doubled, increased 
from 2% to 5 cents per pound. 
Tubes —-excise tax doubled, increased 


from 4% to 9 cents per pound. 

Gasoline tax—excise tax increase re- 
jected and rate left at present 1% cents 
per gallon. 
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Painters’ Tools Maker Buys 
Roller Stippler Company 


Irvincton, N. J., July 5.—Recently an- 
nounced is the purchase of the entire stippler 
business of the Chicago Roller Stippler Co., 
Chicago, Ill, by Landon P. Smith, Inc., 
manufacturers of “Red Devil” painters’ and 

r : - : 7 








| 

8 d 
glaziers’ equipment located here. All dies 
and machinery are being moved here and the 
entire line will be available. 

The Chicago company pioneered in the 
roller stippler business and produced a tool 
with replaceable cover which is said to 
assure a uniform and attractive job. [ull 
information is available from Landon P. 
Smith, Inc. 


Boys Profit from Free Crop; Company Assured Material 


Maintaining its leadership in a scientific 
reforestation program in Mississippi, Mason- 
ite Corp., which manufactures wood fiber 
products at Laurel, has completed its fifth 
annual free distribution of pine seedlings to 
members of 4-H clubs and Future Farmers 
of America and to individual farmers in 12 
counties in the southeastern part of the 
State. The company gave away a total of 
1,500,000 seedlings and held, in connection 
with their distribution, 137 planting demon- 
strations which were attended by 2,164 
persons. The 1941 distribution brings to 
5,500,000 the number of seedlings that Ma- 
sonite Corp. has supplied since 1936 without 
cost to individuals for planting in the vicin- 
ity of its Laurel plant. One of the company’s 
objectives is, of course, to provide an ade- 
quate supply of wood for its needs in future 
years. As a parallel project and to provide 
a stimulating example, the company owns 


120,000 acres of Mississippi timberland to 
which a practical forestry program is being 
applied under the direction of the Land, 
Timber and Wood Department of Masonite 
Corp. The company buys the seedlings from 
the State nursery at Mt. Olive. The num- 
ber of seedlings given to each person ranged 
from 1,000 to 4,000. Standard practice is to 
plant 1,000 seedlings on an acre. The seed- 
lings are fast-growing and become a poten- 
tial crop for sale to Masonite or any other 
wood-using industry within a few years. No 
restrictions are placed on farmers as to 
whom the trees may be sold. T. H. Harris, 
director of public relations at Masonite’s 
Laurel plant, contends that fire protection 
and control are primary essentials in any 
timber program. Therefore, these imperative 
needs are constantly stressed by the com- 
pany in its educational work among farmers 
and in the operations on its own timberland. 





Monty Payne, extension forester of Mississippi State College, tells Leakesville 4-H Club members 
how to set out pine seedlings. This scene is typical of the 175 planting demonstrations held recently 
in connection with Masonite Corp's annual free distribution of young trees 
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West Virginia Youth Proves Carving Skill 


For a second time the remarkable wood 
carving skill and artistic ability of a young 
man in West Virginia has come to the atten- 
tion of the editors. 

In 1932 the AMERICAN LUMBERMAN spon- 
sored a campaign to tie-in the celebration 
of the 200th anniversary of George Wash- 
ington’s birth with the lumber industry. A 
nationwide invitation was issued to talented 
young men to submit wood carved likenesses 
of the first President. 

Classed among the best of many outstand- 
ing entries was a bas-relief bust of General 
Washington entered by J. Curtis Kelley, of 
West Virginia. A photo of his work ap- 
peared on the cover of the AMERICAN 
IL.UMBERMAN February 20, 1932. 

Mr. Kelley’s interest in wood carving has 
continued undiminished during the interven- 
ing years, and he recently sent in his latest 


creations pictured here. The golfer, the ele- 
phant and the mounted indian are fashioned 
in native walnut while the other figures are 
executed in Idaho pine and painted. ‘A\I- 
though most of my work is done without 
models,” said Mr. Kelley, “the figures 


represent or resemble characters typical: of 


this mountainous section or of the folk-lore 
associated with this section.” 

Mr. Kelley has an ambition. He would 
like to acquire a shop of his own, become 
financially able to give up his employment 


as a welding supervisor for the NYA and- 


devote his full time and earn his living 
with his carving skill. So far he has sold 
his work in a small way through the South- 
ern Highlanders, New York City, and 
through the West Virginia State Parks. 
His home is on Court Street, Kingwood, 
W. Va. 


Paul Logs the Great Lakes 


“Paul Bunyan, the Work Giant” is the 
title of a new book by Ida Virginia Turney, 
in which she does fresh honor to the Father 
of All Lumbermen. It is designed for the 
ioy of children, and will especially appeal 
to those whose parents are associated with 
some branch of the lumber industry. Its 
%x1l-inch pages are gorgeously illustrated 
with 3-color offset drawings. 

Miss Turney, who is affiliated with the 


English Department of the University of 
Oregon also wrote “Paul Bunyan Comes 
West,” based on tales gathered by W. C. 
Dalzell, of the Law School, and illustrated 
with linoleum blocks by Helen Rhodes. 

The new book tells of Paul’s exploits in 
the Great Lakes country shown in the deco- 
rative map used as end papers, and repro- 
duced herewith. Price is $1.50. 
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Makes Good on Roofs 
Makes Good Money for Dealers 


Mr. Dealer, this ABESTO opportunity 
grows better and better. DON'T PUT 
IT OFF. Start now and reap ABESTO 
profits. Every building owner is a 
prospect. This is the roofing material 
with the exclusive viscoroid base. 
Excels for BUILT-UP ROOFING, DAMP 
PROOFING, ROOF COATING. No hot 
kettles. No special equipment. Ap- 
plied COLD. 

Stock ABESTO 
NOW! Today, 
send for Abesto 
Circular. 





The Low Cost — 
TOXIC-WATER REPELLENT 
PRESERVATIVE 
Positive protection against Rot, Fungi, 
Termites, Excess Moisture, Etc. 


CLEAN - STAINLESS - PAINTABLE 
Thoroughly tested and proved effective. Used 
by many of the Industry's leaders. 


Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL PRODUCTS CO. 


MEMPHIS, TENN. 


wre ARPAULINS 


TO PROTECT YOUR LUMBER AGAINST WEATHER DAMAGE , 
MINIM/IZE COMPLAINTS AND SATISFY YOUR TRADE 





Write today for prices and samples. 


FULTON BAG & COTTON MILLS 
Manufacturers Since 1870 


lanta St. Louis Dallas Minneapolis 
Ate York City New Orleans Kansas City, Kan. 
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Increased Building Activity Indicated 


President Signs Bill Extending 
National Housing Act 


Wasuinoton, D. C., July 8—With Presi- 
dential signing of the bill, legislation ex- 
tending and liberalizing the National Hous- 
ing Act has become law. The President 
signed the bill after Senate and House con- 
currence on the conference report. Primarily, 
the legislation extends Title I, for modern- 
ization and small-home loans, for two years, 
and Title Il, to insure mortgages on existing 
construction, for three years. [Summary of 
the provisions of the new NHA, as agreed 
upon by Senate and House conferees, ap- 
peared in the issue of June 28, page 56.— 
EDITOR. | 





B&L Lendings Reached High 
Point in May 


The lending of $130,953,000 by the savings, 
building and loan associations of the country 
during May, the record volume for any 
post-depression month, is reported by the 
United States Savings & Loan League, Chi- 
cago. This makes the second month in a 


row in which these institutions’ lending 
activity has reached new high ground, 
according to Morton’ Bodfish, Chicago, 


executive vice president. The gain over 
May of 1940 was 14.32 percent, and over 


April of this year was 8.5 percent. Sea- 


sonal influences, coupled with all along the 
line increases in employment, payrolls, real 
estate activity, and home building, account 
for the record lending activity. A fraction 
over 73 percent of their dollar volume is 
now being diverted into the two main chan- 
nels of residential real estate financing, new 
construction and home purchase. May saw 
a new high for the past eleven years in the 
volume lent for purchase of existing homes, 
$6,400,000 more than in any previous month. 
Mr. Bodfish pointed out that both volume 
of construction loans and of home purchase 
are double what they were three years ago. 
Percentages of May loans made for different 
purposes follow: Construction, 31.29; Re- 
pair and modernization, 4.53; Home _ pur- 
chase, 41.84; Refinancing, 14.13; Other pur- 
poses, 8.21. 





Surveys Effects of Defense 
Effort on Home Building 


Real estate prices are higher today than 
they were a year ago in 58 percent of the 
cities of the country, and in 70 percent of 
all cities in areas designated by the President 
of the United States as “Defense areas.” 
Turnover is more active in 71 percent of 
the cities, and in 83 percent of cities in 
Defense areas, according to confidential 
reports from 211 cities made to the National 
Association of Real Estate Boards in its 


Increased Use of Oak, Birch and Maple 
Is Noted at Show 


Noteworthy among the trends to be 
observed at the summer national home 
furnishings market at the American Furni- 
ture Mart in Chicago, July 7-19, was an 
increased use of oak in new, light finishes, 
and an increased use of birch and maple 
in modern groupings. Also, new cuts of 
both mahogany and American walnut were 
emphasized to replace certain popular figures 
growing scarcer due to heavy demands. 
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American Furniture Mart photo by Grignon 


Shortening of lines by all phases of the 
industry, with emphasis on fewer, simpler 
numbers, evolved a specific current trend, 
centering around the American theme and 
American living. 

Lawrence H. Whiting, president, Ameri- 
can Furniture Mart, stated that the summer 
market will be the manufacturers’ gage to 
his fall production requirements, and that 
it would be an ‘all out’ industry market. 


Chests of drawers and vanity exhibited at the home furnishings show at the American Furniture 
Mart. These pieces are constructed of maple, and they are indicative of the present style trends 


semi-annual survey. 

Impact of Defense activity shows itself 
most plainly in residential and industrial 
real estate use, is registered in these impor- 
tant ways: 

1. Increasing absorption of dwelling space, 
particularly in those areas Presidentially- 
designated as Defense areas. 

2. Practically universal rise in residential 
construction costs. 

3. Rise in residential rents, but one which 
in 62 percent of all cities reporting, and in 
59 percent of Defense area cities, is still 
insufficient to justify residential building for 
investment at today’s construction costs. 

4. A tremendously significant shift of the 
great volume of present-day home building 
to the $3,000-$4,500 price range, with the 
under-$3,000 house already the commonest 
type of construction in 7 percent of the 
cities. 

5. New industrial construction going on 
within the past year in 59 percent of all the 
reporting cities, and in 75 percent of those 
that are in Defense areas. But usable indus- 
trial space still available in 91 percent of 
the cities in Defense areas, and in 84 percent 
of all cities reporting. 





Predicts Record Home Loans 
Totals in Defense Areas 


Wasuincton, D. C., July 12.—Savings 
and loan associations of the Federal Home 
Loan Bank System have loaned nearly $587,- 
000,000 in Defense localities where an acute 
housing shortage exists, and have financed 
at least 87,000 newly-built housing units 
in such areas over a 10-month period, ac- 
cording to the current issue of the Federal 
Home Loan Bank Review. Construction 
loans in Defense areas represent an increase 
of 32 percent over comparable “pre-De- 
fense” periods. “Defense housing areas” 
are defined as localities for which public 
housing funds have either been allocated, 
or where allocation is definitely under con- 
sideration, as well as those which have 
been designated for FHA loans under 
Title VI. 

“There are, of course, numerous commu- 
nities which have received Defense orders 
and in which acute housing shortages have 
not—or not as yet—been found to exist,” 
said the Review. “If these areas are in- 
cluded, the lending volume of savings and 
loan members from July, 1940, through 
April, 1941, reached $750,000,000. This 
amount represents the funds loaned in all 
areas (for new construction, home pur- 
chase, reconditioning, refinancing and various 
other purposes) where Defense contracts 
have been awarded. The number of newly 
constructed family units financed by savings 
and loan members in these areas is esti- 
mated to exceed 120,000. . . . With the 
usual upswing of lending activity in the 
spring, with the transition of numerous 
projects from the blueprint stage to actual 
construction, and with the liberalizing meas- 
sures recently taken by the Bank Board 
coming into full play, the loan volume of 
member associations in Defense communities 
will undoubtedly reach record levels during 
the current building season.” 











>, 1941 


July 1 











with machines 


iform high quality production is achieved 


Un 
wh 


gid 


Ri 


in high speed produc- 
inated for greatest possible 


th accuracy. 


wi 


tion 


h perform every opera 


1c 


tained 


standards are set and main 
tion throughout a plant coord 


als. 


efficiency and economy of time and materi 


fe pailg ie 
Sp * pod 


BA Sbigg? 





SILBERNAGEL:¢ 


GEO 


WIS 


WAUSAU, 





< 
—_— 
oO 
0 
< 
7) 
-_ 
< 
7) 
>) 
? 
a 
Zz 
< 
4 
x 
) 
Lod 
2. 
7) 
© 
J 
bal 
7) 
< 
z 
24 
bal 
ise) 
a 
— 
yn 
i 
bal 
1©) 
& 
=) 
bal 
©) 





54 


Amemcanfiumherman 
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Increased Building Activity Indicated 


President Signs Bill Extending 
National Housing Act 


Wasuinoton, D. C., July 8—With Presi- 
dential signing of the bill, legislation ex- 
tending and liberalizing the National Hous- 
ing Act has become law. The President 
signed the bill after Senate and House con- 
currence on the conference report. Primarily, 
the legislation extends Title I, for modern- 
ization and small-home loans, for two years, 
and Title Il, to insure mortgages on existing 
construction, for three years. [Summary of 
the provisions of the new NHA, as agreed 
upon by Senate and House conferees, ap- 
peared in the issue of June 28, page 56.— 
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B&L Lendings Reached High 
Point in May 
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building and loan associations of the country 
during May, the record volume for any 
post-depression month, is reported by the 
United States Savings & Loan League, Chi- 
cago. This makes the second month in a 
row in which these institutions’ lending 


activity has reached new high ground, 
according to Morton Bodfish, Chicago, 


executive vice president. The gain over 
May of 1940 was 14.32 percent, and over 
April of this year was 8.5 percent. Sea- 


sonal influences, coupled with all along the 
line increases in employment, payrolls, real 
estate activity, and home building, account 
for the record lending activity. A fraction 
over 73 percent of their dollar volume is 
now being diverted into the two main chan- 
nels of residential real estate financing, new 
construction and home purchase. May saw 
a new high for the past eleven years in the 
volume lent for purchase of existing homes, 
$6,400,000 more than in any previous month. 
Mr. Bodfish pointed out that both volume 
of construction loans and of home purchase 
are double what they were three years ago. 
Percentages of May loans made for different 
purposes follow: Construction, 31.29; Re- 
pair and modernization, 4.53; Home _ pur- 
chase, 41.84; Refinancing, 14.13; Other pur- 
poses, 8.21. 





Surveys Effects of Defense 
Effort on Home Building 


Real estate prices are higher today than 
they were a year ago in 58 percent of the 
cities of the country, and in 70 percent of 
all cities in areas designated by the President 
of the United States as “Defense areas.” 
Turnover is more active in 71 percent of 
the cities, and in 83 percent of cities in 
Defense areas, according to confidential 
reports from 211 cities made to the National 
Association of Real Estate Boards in its 


increased Use of Oak, Birch and Maple 
Is Noted at Show 


Noteworthy among the trends to be 
observed at the summer national home 
furnishings market at the American Furni- 
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both mahogany and American walnut were 
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Shortening of lines by all phases of the 
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centering around the American theme and 
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Lawrence H. Whiting, president, Ameri- 
can Furniture Mart, stated that the summer 
market will be the manufacturers’ gage to 
his fall production requirements, and that 
it would be an ‘all out’ industry market. 





Chests of drawers and vanity exhibited at the home furnishings show at the American Furniture 
Mart. These pieces are constructed of maple, and they are indicative of the present style trends 
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Impact of Defense activity shows itself 
most plainly in residential and industrial 
real estate use, is registered in these impor- 
tant ways: 

1. Increasing absorption of dwelling space, 
particularly in those areas Presidentially- 
designated as Defense areas. 

2. Practically universal rise in residential 
construction costs. 

3. Rise in residential rents, but one which 
in 62 percent of all cities reporting, and in 
59 percent of Defense area cities, is still 
insufficient to justify residential building for 
investment at today’s construction costs. 

4. A tremendously significant shift of the 
great volume of present-day home building 
to the $3,000-$4,500 price range, with the 
under-$3,000 house already the commonest 
type of construction in 7 percent of the 
cities. 

5. New industrial construction going on 
within the past year in 59 percent of all the 
reporting cities, and in 75 percent of those 
that are in Defense areas. But usable indus- 
trial space still available in 91 percent of 
the cities in Defense areas, and in 84 percent 
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Predicts Record Home Loans 
Totals in Defense Areas 


WasHInctTon, D. C., July 12.—Savings 
and loan associations of the Federal Home 
Loan Bank System have loaned nearly $587,- 
000,000 in Defense localities where an acute 
housing shortage exists, and have financed 
at least 87,000 newly-built housing units 
in such areas over a 10-month period, ac- 
cording to the current issue of the Federal 
Home Loan Bank Review. Construction 
loans in Defense areas represent an increase 
of 32 percent over comparable “pre-De- 
fense” periods. “Defense housing areas” 
are defined as localities for which public 
housing funds have either been allocated, 
or where allocation is definitely under con- 
sideration, as well as those which have 
been designated for FHA loans under 
Title VI. 

“There are, of course, numerous commu- 
nities which have received Defense orders 
and in which acute housing shortages have 
not—or not as yet—been found to exist,” 
said the Review. “If these areas are in- 
cluded, the lending volume of savings and 
loan members from July, 1940, through 
April, 1941, reached $750,000,000. This 
amount represents the funds loaned in all 
areas (for new construction, home pur- 
chase, reconditioning, refinancing and various 
other purposes) where Defense contracts 
have been awarded. The number of newly 
constructed family units financed by savings 
and loan members in these areas is esti- 
mated to exceed 120,000. With the 
usual upswing of lending activity in the 
spring, with the transition of numerous 
projects from the blueprint stage to actual 
construction, and with the liberalizing meas- 
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coming into full play, the loan volume of 
member associations in Defense communities 
will undoubtedly reach record levels during 
the current building season.” 











2, 1941 


July 7. 














with machines 
th accuracy. Rigi 
in high speed produc- 


wi 


h perform every operation 


Uniform high quality production is achieved 
ic 


wh 


tained 


standards are set and main 


ble 


inated for greatest possi 


tion throughout a plant coord 


als. 


i 


efficiency and economy of time and mater 








SILBERNAGELE:™< 





cj 0} 


WIS 


WAUSAU, 





< 
«| 
— 
° 
1.) 
< 
o 
— 
xm 
o 
fal 
> 
« 
4 
a 
= 
x 
2) 
— 
2. 
7.) 
foe] 
| 
ba 
(©) 
< 
Zz 
[of 
bal 
ies 
<) 
— 
72) 
i 
bad 
(©) 
[of 
°o 
bal 
©) 


56 


Amemecan fiumberman 





July 12, 1941 


Tacoma Manufacturer Sets Example By Remodeling 





The new doorway which is shown here is mot- 
This door 
shows the attractiveness of modern design in 
Wheeler Os- 
are pioneer stylists in door 
design 


tled grain Philippine mahogany. 


harmony with an older setting. 
good Sales Corp. 





This lounge end lunchroom for the lady employees provides a separate 


vanity drawer and wardrobe space for each girl. 


and electric plates make preparing luncheon a pleasure 


Tacoma, Wasu., July 7.— Remodeling 
begins at home—at least that’ is what the 
Wheeler Osgood Sales Corp., Tacoma, 


Wash., pioneer door and plywood manufac- 
turing concern concluded. Stylists in doors 
and wall coverings, designers and producers 
of the famous “Laminex and Woco Doors,” 
and many types of beautiful hardwood panels 
and veneered doors, operating what has been 
said to be the largest door factory in the 
world, this company had gone about its busi- 
without taking time to consider the 
appearance of its own 35 year old office 
building. With the tag end of the “gay 
nineties” bric-a-brac, “V” joint ceiling, ex- 
posed steam pipes, sagging floors, the busy 
executives never noticed them even when 
viewing their own modern products. Those 
products were visualized in beautiful mod- 
ern homes with furnishings and = surround- 
ings in harmony. 

Then one day someone spoke frankly— 
perhaps it was a wife who got her own 
shock and brought it to the attention of the 
management. At any rate look at it now. 
And it was done with a wide selection of 
Wheeler Osgood products: fir doors, fir ply- 
wood, Philippine mahogany and other hard- 
wood veneers. Some of the walls are fin- 
ished in natural wood color and_ grain. 
Others are painted with plastic paint simu- 
lating art plaster work. The atmosphere 
and temperament of the entire staff is pepped 
up — yes, remodeling begins at home — and 
it pays. 


ness 


Electric refrigeration 





After remodeling, this hallway was turned into 
a panel display room. Each of the panels 
which is shown here is of a different wood with 
a different finish. 


millwork and exposed radiation made the hall 


Before remodeling, ornate 


seem smaller 
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One corner of the accounting room after remodeling. Attractive panel- 
ing, subdued lighting, venetian blinds and other features combine to 
make this room an efficient place in which to work 





To Aid Executives and Super- 
visors Apply Labor Laws 


A 1,100-page 1941 Wage and Hour 
Manual embraces, so far as can be discov- 
ered, all documentary material on Govern- 
ment -regulation of wages and hours, with 
some 300 authoritative answers to questions, 
charts illustrating the scope of various ex- 
emptions, sample payroll forms, and a com- 


pilation of 120 court decisions. Part I 
contains 17 chapters on the Fair Labor 
Standards Act. Part II deals with the 
Walsh-Healey Public Contracts Act and 


miscellaneous lederal laws. State legislation 


is treated more briefly in Part III. An 
exhaustive topical index and table of cases 
add to the value of the volume as a reference 


source. Wage and Hour Manual is priced 
at $5 a copy. 
With the advent of thousands of new 


supervisors and department heads in in- 
dustry, one of the greatest problems is that 
of training them to abide by the Federal 
labor laws, and as an aid in doing so there 
has been prepared a new edition of a manual 
for all those directing workers. It deals 
with Wagner, Walsh-Healey and Wages and 
Hours Acts. “Federal Labor Laws,” by 
Russell L. Greenman and Leslie E. Sanders, 
40 pages, cloth, is obtainable at $1 a copy. 


Buys Big Tract of Fir 


Loncview, Wasu., July 8.—The Weyer- 
haeuser Timber Co. revealed recently that 
it has taken another step in its program to 
provide a perpetual supply of timber for its 
Longview mill operations, by purchasing the 
extensive holdings of the M. L. B. Logging 
Co. on the upper Kalama River. The hold- 
ings include an estimated 90,000,000 feet of 
Douglas fir, said to be one of the best 
remaining stands in the nation. The pur- 
chase was made for an undisclosed sum 
from the Bradley-Woodard interests of 
Bradwood, Ore. 
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Among Lumbermen’s Clubs 


Columbus Club Enjoys Golf 
Outing 

Cotumsus, Onto, July 8 —Ralph L. 
Oberdorfer, president and general manager 
of the West Side Lumber and Manufactur- 
ing Co., Lancaster, was host to members 
and guests of The Lumbermen’s Club of Co- 
lumbus recently, at the Lancaster Country 
Club, Lancaster, Ohio. Festivities began 
with golf at 2 P. M., 32 lumbermen from 
Columbus and Central Ohio taking part. 
Winners and their awards were: blind bogey 
to E. C. Callahan, a golf raincoat; low 
gross, Wm. Mawhirter, 4 golf balls; low- 
puts award, 2 golf balls, Ben Roberts; high- 
puts award, N. B. Lucas, 2 golf balls, and 
high gross prize, golf gloves, Claude Conley. 





Portage District Lumbermen 
Have Fun-Fest 

Devits LAKE STATE Park, WIs., July 8.— 
The 1941 annual District of Portage Lum- 
bermen’s Club Fun-Fest was held here June 
25 at the spacious Devi-Bara Resort, an 
ideal Wisconsin location. The day began 
with golf at 10 A. M. on the Devil’s Lake 
course. At noon a typical outdoor barbe- 
que luncheon was served direct from a large 
open-air fireplace. 

At two in the afternoon the golf tourna- 
ment began in earnest and over 100 con- 
testants participated. Others, with the ladies, 
spent the time playing both contract and 
auction bridge, and shuffle-board. Promptly 
at seven the dinner bell rang, calling those 
attending to a fried chicken dinner. More 
than 200 sat down in the large dining room 
of the Devi-Bara dining room. 

After dinner Don (Grandpa) Montgom- 
ery, secretary of the Wisconsin Retail Lum- 
bermen’s Association awarded the golf and 
bridge prizes. First low gross, a pen and 
pencil set, went to L. T. DeLand of Bara- 
boo, Wis.; second low gross, three golf 
balls, went to W. W. Dickson, Madison, 
Wis.; another pen and pencil set for first 
low net, went to Chas. Frith of Dubuque, 
Iowa; second low net score, three golf balls, 
went to F. G. Welsch of Milwaukee, Wis. 

Arthur Briese of Chicago, known as 
“America’s Knight of Satire,” was the prin- 
cipal after dinner speaker and entertained 
the guests in his usual enlightening man- 
ner. D. L. Van Auken, chairman of the 
outing introduced several out of town guests 
who responded with a few fitting remarks. 


Some of the guests 

at the District of Port- 

age Fun-Fest enjoying 

the barbeque lunch- 

eon which was one of 

the features of the 
outing 


Among these were H. J. Steeps, president 
of the Wisconsin State Banker’s Associa- 
tion, Bob Walker of Columbus, Wis., Haw- 
ley Wilber of West Allis, Wis., Harry Beck- 
with of Chetek, Wis., past presidents of the 
state association, and F. E. Wellman, circu- 
lation manager of the AMERICAN LUMBER- 
MAN. 





Memphis Lunbermen's Club Has 
Midsummer Picnic 


MemPHIS, TENN., July 7—Members of 
the Lumbermen’s Club of Memphis and 
their friends, numbering more than 100, 
gathered at Rainbow Lake recently for the 
club’s regular midsummer barbecue and pic- 
nic. Many games were indulged in, and the 
lumbermen spent the entire afternoon with 
business a barred topic. Richard H. Bodine, 
club president, was in charge of the festivi- 
ties which had been arranged by the enter- 
tainment committee under the direction of 
Chairman George T. McCall. 





Michigan Salesmen Hold Second 
Golf Tournament 


Detroit, Micu., July 7—On Friday, June 
20, sixty-four lumbermen and their friends 
teed off at Tam O’Shanter Golf Club in the 
Orchard Lake area for the second of a series 
of tournaments arranged by the Michigan 
Association of Traveling Lumber & Sash & 
Door Salesmen. Some forty-two beautiful 
prizes were contributed by the railroads, 
and competition for them was keen. Ninety- 
five sat down to dinner at 7:30 o’clock, and 
after that card games and visiting prevailed. 
The next meet is at Franklin Hill Golf & 
Country Club, near Franklin, Michigan, on 
Friday, July 25. This is one of Detroit 
areas finest courses. Prizes will be furnished 
by the retailers. All lumbermen and their 
friends are invited. 


State Fights Blister Rust 


SACRAMENTO, CALIF., July 5—An appro- 
priation of $50,000 for fighting white pine 
blister rust in State and private forests was 
approved on July 2 by Governor Culbert 
L. Olson, when he signed Senate Bill 223 
which had been passed at the session of 
the legislature which adjourned on June 16. 
The money is to be spent by the State Divi- 
sion of Forestry in cooperation with the 
Federal Bureau of Entomology and Plant 
Quarantine. 
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the superiority of this 
long-lasting lumber 


ABE RIAN 





ARISTOCRAT OF;|STRUCTURAL' WOODS 


For years and years this trustworthy 
lumber has been meeting the needs 
of heavy construction—standing the 
strains, bearing the burdens. Its 
quality and dependability have 
helped many a dealer build worth- 
while trade and win good profits. 


WIER LONG LEAF LUMBER CO. 


‘HOUSTON, TEXAS. 


Mills: Wiergate, Texas. 











SOUTHERN PINE 


Specializing in Shed Stock and Boards, One- 
half by Six Poplar Bevel Siding, Mouldings 











MONTGOMERY, ALABAMA 


MANUFACTURERS 


LUMBER 

















ELIZABETH, LOUISIANA 


NDUSTRIA 





Timbers, chemically treated to 
prevent stain. 


Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 
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What the Associations Are 
Planning and Doing 


Hardwood Rules Committee 
Adopts Recommendations 
for Annual 


The annual meeting of the inspection rules 
committee of the National Hardwood Lum- 
ber Association was held in the offices of 
the association at Chicago, June 26-27. 
Among the important actions taken was the 
recommendation for formal adoption by the 
association at its Atlanta convention in 
September of the grading rules for hard- 
wood building and construction boards as 
published in the June 10 Supplement to the 
1941 Inspection Rules Book, with the addi- 
tion to the rules of a table of finished sizes 
when surfaced. 

To insure uniformity in grading under 
the rules for measurement adopted last 
year requiring that boards measuring to the 
even half foot shall alternately be counted 
as of the next higher and lower foot meas- 
urement, the committee will recommend the 
addition of the following sentence to the 
rule, paragraph 16, page 13 of the current 
Rules Book: “On pieces measuring to the 
even half foot, the grade requirements shall 
be based on the lower foot count.” 

As proposed by the Mahogany Association, 
the committee endorsed a recommendation 
to change the rule for standard lengths of 
mahogany shorts to include 2%, 234, 3%, 
334, 4144, 434 and 51% feet. 

The admission of an additional type of 
cutting 4 foot x 18 inch minimum size in 
No. 3-A common oak, revised rules for 
vehicle lumber to conform with present uses 
of this material, and some minor changes 
and clarifications of the rules will also be 
included in the committee’s recommenda- 
tions to the Atlanta convention. 

A complete draft of actions taken by the 
committee is being prepared and will be 
submitted in printed form to the entire mem- 
bership of the assocition at least thirty days 
before the scheduled date of the Atlanta 
convention, as required by the association 
by-laws. 





Roofer Producers Hail Improve- 
ment in the Market 


Cotumsus, Ga., July 7.—Optimism over 
steadily advancing prices and a_ strong 
demand for lumber was manifested by 
Georgia and Alabama lumbermen attending 
the meeting of the Roofer Manufacturers’ 
Association here June 24. John McElrath, 
president, presided. The prevailing price 
range for roofers was referred to as around 
$23 to” $24, compared with about $16 to $18 
a year ago, at an open meeting held at the 
Ralston Hotel during the morning, which 
was attended by a number of wholesalers 
and railroad freight agents. Brief talks 
were made by F. C. Mills, a former presi- 
dent; H. Dixon Smith, Columbus, also a 
former president, and Jake Starr, a manu- 
facturer and wholesaler; Tom Griffin, of 


Columbus, head of the Colonial Lumber Co., 
wholesaler ; and R. B. Fleming, of the Alaga 
Lumber Co., wholesaler, while William T. 
Divers, traveling freight agent of the Nor- 
folk and Western Railway Co., asserted 
that there would be no shortage of cars if 
the mills would load and unload promptly. 

Following a brief executive business ses- 
sion, members and visitors were entertained 
at luncheon at the hotel at 1 o’clock. The 
next meeting of the association will be held 
within the next six weeks, subject to call 
by President McElrath. 

During the open session there was adopted 
a resolution on the recent death of J. W. 
Starr, a former active member and a former 
president; it was presented by a committee 
consisting of W. F. King, Cuthbert; F. C. 
Mills and H. Dixon Smith. 
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Willamette Valley Lumbermen 
Hold Monthly Meeting 

EUGENE, Ore. July 8.— The regular 
monthly meeting of the Willamette Valley 
Lumbermen’s Association was held Friday, 
June 27. In the absence of President 
Graham, immediate past President E. A. 
Lewis was chosen to preside. 

The objectives, with accomplishments to 
date, of the Keep Oregon Green campaign, 
sponsored by Governor Sprague, and sup- 
ported by citizens throughout the State of 
Oregon, were presented and described by 
Edmund Hayes, chairman, Keep Oregon 
Green Association, Executive Committee. 
Individual operators stressed the importance 
of this campaign and the value of this pro- 
gram to diminish forest fires in Oregon. 
Operators were urged to do their duty 
through aggressive support of this pro- 
gram and the president was authorized and 
instructed to appoint a Committee, com- 
posed of “minute men”, who will take an 
active part in developing interest and sup- 
port in their respective districts. 

Warren Tilton, and others, presented the 








Shown here is the Mis- 
sissippi River excursion 
boat "Capitol," char- 
tered by Curtis Com- 
panies, Inc., Clinton, 
lowa, for two trips, to 
help company employ- 
ees to commemorate 
the 75th anniversary of 
the founding of the 
Curtis business. Nearly 
2,000 persons enjoyed 
the boat rides. The 
afternoon trip was for 
women and children 
and the evening trip 
was for men, wives 
and sweethearts 





Carolina Dealers Have Quarterly 
Director's Meeting 


ASHEVILLE, N. C., July 8—A _ quarterly 
directors’ meeting of the Carolina Lumber 
and Building Supply Association, Inc., was 
held at the George Vanderbilt hotel in Ashe- 
ville recently, it was announced by FE. M. 
Garner, secretary and treasurer of the as- 
sociation. 

There was a dinner meeting for dealers 
and salesmen in the Asheville area. Sub- 
jects taken up included new rulings and in- 
terpretations on the Federal Wage and Hour 
law as it affects lumber and building supply 
dealers, amendments to FHA laws, Title 
VI, and renewal of Title I and Title II with 
changes, rural housing and information con- 
cerning the appointment and setting in mo- 
tion of rural housing authorities, and the 
National Homes Foundation—a program 
for building homes in towns, suburban and 
rural areas. 

Directors discussed the meeting place for 
the next convention, which will be held in 
January at some town in South Carolina. 


problems and difficulties confronting opera- 
tors as the result of Log Truck Rates regu- 
lation passed by the 1941 State legislative 
session. It was moved by T. V. Larsen, 
seconded and carried, that the Board of 
Directors be authorized and instructed to 
engage whatever legal counsel may be neces- 
sary to protect the interest of operators, and 
to test the constitutionality of this law if 
deemed advisable. 





Plan Welcome for Hardwood 
Annual 

JACKSONVILLE, Fia., July 7.—A_ meeting 
of the Southeastern Hardwood Manufactur- 
ers’ Club here June 17 took steps to provide 
a warmhearted southern welcome for Na- 
tional Hardwood Lumber Association mem- 
bers and guests who attend its Atlanta 
convention Sept. 18-19. Chairman Hobart 
Manley, of Savannah, heads the enthusiastic 
On-To-Atlanta Committee of the South- 
eastern club, which is working jointly with 
a similar committee of the Virginia-Caro- 
lina Hardwood Club. Plans now being de- 
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veloped assure a unique and memorable 
meeting. In the important hardwood pro- 
ducing area of the eastern South where 
almost one-fourth of NHLA membership is 
located, a plan is being developed to offer 
trips out of Atlanta to sawmill operations 
and other points of interest, over the week- 
end following the convention. Members may 
write the NHLA Chicago office indicating 
what side motor trips out of Atlanta they 
would like to make. 





Coming Conventions 


Aug. 14—Western Pine Association, Palace 
Hotel, San Francisco, Calif. Semi-annual. 

Sept. 18-19—National Hardwood Lumber 
Association, Atlanta-Biltmore Hotel, At- 
lanta, Ga. Annual. 

July 17—Southern Pine Association, Roose- 
velt Hotel, New Orleans, La. Mid-sum- 
mer Meeting. 





Sales Manager Moves to Mill; 
Expand Sales Organization 


An increasing volume of business has 
caused Miller & Co., Selma, Ala. lumber 
manufacturer, to expand its sales organiza- 
tion. 

C. G. Labbe, sales manager, will, after 
August 1 conduct sales from the home office 
at Selma, Ala. instead of from his present 
location at the company’s Chicago, III. office. 
It is felt that the move will increase efficiency 
and allow closer attention to all details of 


the department. The Chicago office, how- 
ever, will be retained to serve the Mid-West 
area. G. J. Henaghan, formerly head of 
the Hardwood Lumber Co., Denver, Colo., 
has been appointed to take charge of the 
Chicago office. 

Production of hardwoods and yellow pine 
by Miller & Co. has been steady, and larger 
and better balanced stocks have been devel- 
oped. 





"Lab" Programs May Aid 
Public Appreciate Wood 


(Continued from Page 46) 


Lumber Manufacturers’ Association technical 
advisory committee; the executive board of 
the Wisconsin State Association of Archi- 
tects, and architects from the Fox river 
valley, central and eastern Wisconsin. 

The speakers were introduced by O. T. 
Swan, secretary of the Northern Hemlock & 
Hardwood Manufacturers’ Association, of 
Oshkosh, sponsoring the meeting. Cooper- 
ating on arrangements were Wallace Brown, 
representing the Wisconsin State Associa- 
tion of Architects, H. P. McDermott, of the 
Wisconsin Retail Lumbermen’s Association, 
and Harold S. Crosby, of the Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation. Besides those mentioned there were 
other members of representative local indus- 
tries. 


Estimate Probable Third Quarter Consump- 
tion of Western Pine 


PorTLAND, Ore., July 7—In the following 
statement issued by the Western Pine As- 
sociation, an estimate is given of the prob- 
able consumption of lumber from the west- 
ern pine region for the third quarter of 
1941: 

“Although current demand for western 
pine lumber is at record levels for our in- 
dustry, with the problem of the mills today 
largely one of taking care of customers’ 
needs in an orderly manner and at the same 
time maintaining the usual high quality and 
service standards, it is essential that the 
members of the industry appreciate fully 
the situation which must be met in the im- 
mediate future. We have the definite obli- 
gation to meet all National Defense require- 
ments and, so far as possible, those of our 
regular customers. Because of this, the 
forecast of third quarter western pine lum- 
ber consumption is of vital importance. 

“From the figures now available, it is 
indicated that shipments from the western 
pine region during the second quarter of 
the year will approximate 1531 million feet, 
or about 21 percent above those for the 
same 1940 period. This is a new record for 
second quarter volume, exceeding any year 
in the industry’s history. Likewise, for the 
first six months of the year, shipments 
reached a new peak of 2730 million feet, or 
23 percent above those of the first half of 
1940. 

“With the settlement of most labor dis- 
turbances, general business is again expand- 
ing. Direct Government purchases and 
Defense-stimulated demand indicate a sus- 


tained market for lumber. Defense housing 
is proceeding at a rapid rate, and the Ad- 
ministration has requested from Congress 
additional appropriations for this purpose. 
Residential building has shown intense ac- 
tivity during the second quarter, and ob- 
servers predict that home construction dur- 
ing the next few months will exceed the 
high levels of April and May. The June 
report of the Lumber Survey Sub-Commit- 
tee, U. S. Department of Commerce, states 
that it is expected that lumber requirements 
attributed directly to National Defense, in- 
cluding civilian housing, will total between 
8 and 9 billion feet within the next two 
years, and that the factors which have af- 
fected the unusual demand for lumber are 
now strongly evident and may be expected 
to continue. 

“Based on such general predictions and 
on all other available information concern- 
ing the use of our products, it is now ex- 
pected that during the third quarter of 1941 
the consumption (shipments) of western 
pine lumber will be about 1800 million feet. 
This would mean a volume of shipments 
255 million feet greater than the 1545 mil- 
lion feet shipped in the third quarter of 
1940, and 17.5 percent more than the sec- 
ond quarter shipments of this year. Such a 
forecast of this record volume of shipments 
is based on the apparent demand for our 
products, and might be adversely affected 
by factors beyond the industry’s control, 
such as weather conditions, transportation 
facilities, labor difficulties, and possible Gov- 
ernmental restrictions.” 








Cut Stock ... Shop 


We offer for quick shipment 6/4 
Pine Shop, A/D rough or S2S. 
Also 6/4 Cut Sash Stock. 


At Anacortes, Washington, we 
offer 1 million feet 4/4 with some 
5/4 rough Spruce Box lumber, 
A/D, for immediate shipment. 


Send us your inquiries for Pine 
Mouldings, Spruce Shop and 
Clears. 


We specialize in Ladder Stock, 
rough. S2S, or run to pattern in 
Fir, Hemlock and Spruce. 


We are specialists in INDUSTRIAL 
STOCK. 


Sitka Spruce 


West Coast Hem- 
loe 


Douglas Fir 
Port Orford Cedar 


Ponderosa Pine 
Sugar Pine 
Mouldings 

Cut Stock 


WRITE OR WIRE 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 
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~": CLOUDCROFT 
= el 


You'll enjoy every 
minute of your stay 
at famous ‘Cloud- 
croft Lodge.’’ This 
charming resort, 

owned by Southwest 
Lumber Company, is 
25 miles from Alamo- 
gordo, New Mexico. 
Here are all the joys 
of summer. Come for 
rest, relaxation, 
health, recreation. 
Choice accommoda- 
tions, friendly serv- 
ice, beautiful sur- 
roundings, inspiring 
scenery. 


18 -Hole Golf Course 


Beautiful tree-lined 
fairways and excel- 
lent greens. 








For information and 
reservations, write 
“The Lodge,’’ Cloud- 
§ croft, New Mexico. 
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as ere NEW oni PINE 


Modern band saw mill, planing mill, up-to-date dry 
kilns, box factory. All building and factory items. 











MFMA 


BROWN DIMENSION CO. 








MANISTIQUE, MICHIGAN | |: 











Manufacturers 
PINE & POPLAR gs8% 
LUMBER gl 


30 ore 
«svt 4 yo Members 


. LA GRANGE, GA. 


GILLIES BROS. Ltd. 


BRAESIDE, ONTARIO, CANADA 


cenuine WHITE PINE Six: 


Air-Seasoned e Water-Cured 


for nearly 100 years. Capacity 30,000,000 feet annually. 
Members N. W. L. D. Assn. 
DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 














FRED C. KNAPP, Portiand, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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Newsy Notes of Persons and Places 








Charles Rowe, accountant for the Simp- 
son Logging Co., has been elected president 
of the Shelton, Wash., Active Club. 

C. R. Kelleran, president of the Trotter- 
Kelleran Lumber Co., Buffalo, N. Y., made 
a ten day business trip to the Province of 
Quebec. 

W. R. Erisman of Mixer & Co. (Inc.), 
Buffalo, N. Y., spent a ten days’ vacation 
period at Cedar Bay, on the Canadian shore 
of Lake Erie. 

Stuart Smith of the Fountain-Smith Los 
Angeles, Calif., organization left July 2 for 
a 30 day vacation in the Pacific Northwest 
which will include a cruise along the coast. 

The new president of the Santa Monica, 
Calif., Lions Club is Ernest L. Thomas of 
the Dudley-Thomas Lumber Co. of Santa 
Monica. 


John L. Roe, secretary-treasurer of the 
Cummer Sons Cypress Company of Jack- 
sonville, Fla., was recently in New York 
on business, being gone about ten days. 

H. Morton Jones, president of the R. T. 
Jones Lumber Co., North Tonawanda, N. Y., 
made a two weeks’ trip to the South, visit- 
ing mills in North and South Carolina and 
Georgia. 

W. L. McCormick, Tacoma, 
Weyerhaeuser Timber Co., represented the 
Washington State Historical Society, of 
which he is president, at the recent dedi- 
cation of Sacajawea park on the Columbia 
River at Pasco, Wash. 

George S. Fuller of G. Fuller & Son Lum- 
ber Co. of Brighton, Mass., and Mrs. Fuller 
are receiving congratulations upon the birth 
of a son at Richardson House in Brookline, 
Mass. The name is George Spencer Fuller, 
jr. 


A. B. Church, selling representative of 
several long leaf pine mills, made an auto- 
mobile trip as far as St. Louis, Detroit, 
Mich., and into the Northern white pine 
country with his wife recently, spending 
about a fortnight on the move. 


George J. Burd, Mrs. Burd and _ their 
son, Gordon, and granddaughter, Salome 
Burd, left Canisteo, N. Y., July 5 for a 
motor trip to the Pacific Coast. Mr. Burd 
has a timber tract in Oregon, as well as 
his interests in New York. 


Wash., 


3uffalo, N. Y., went over the top in rais- 
ing funds for the United Service Organiza- 
tion, which is providing recreation and en- 
tertainment for the soldiers in camp. The 
lumber team in the campaign was headed 
by Fleming Sullivan and it also exceeded 
its quota. 


Herbert Benson, Reliance Lumber Co., 
Tacoma, Wash., has returned to his home 
following a trip through the East and 
Middle West. He is a national director of 
the National Retail Credit Men’s Associa- 
tion, and attended that organization’s con- 
vention in New York City while on the 
trip. He was accompanied by Mrs. Benson. 


Kenneth Walker, Red River Lumber Co., 
Westwood, Calif., was recently appointed 
vice-chairman of the natural resources com- 
mittee of the California State Chamber of 
Commerce. The chamber, which has _ its 
headquarters in San Francisco, Calif., is a 
statewide organization with aims similar to 
those of local chambers of commerce. 

C. H. Vincent has been appointed resi- 
dent manager of lumber operations of Fruit 
Growers Supply Co., in Hilts, Calif. For 
the past ten years, Mr. Vincent has been 
assistant resident manager of the company’s 
lumber operations at Susanville, where he 
will be succeeded by Arthur I. Lucero, office 
manager for the last fourteen years. Vin- 
cent succeeds W. Holmberg who is retiring. 

A small party of lumber dealers were 
the guests recently of George Huguely, Jr., 
of the firm of Galliher & Huguely (Inc.), 
of Washington, D. C., aboard his 75 foot 
power yacht Venture II, which carried the 
company down the Potomac river as far as 
the Morgantown bridge across the river, 
where the members stayed aboard the craft 
overnight. 


Retail Yard Changes 


BrRIDGEWATER, S. D.—Jack Jennings has 
been named manager of F. M. Slagle & Co. 
He has been with this firm for many years, 
and for the past year or so has served as 
auditor for the company. 

MANHATTAN, Kan.—Theo. Brotherson, 
formerly of Salina, Kan., has been appointed 
manager of the Golden Belt Lumber Co. 
here. He has taken the position formerly 
held by William Fay, who has been pro- 
moted as a general manager. 

Barstow, Ca.ir.— Lloyd Crandall has 
been appointed manager of Hayward Lum- 
ber & Investment Co. at Barstow. He takes 
the place of Ralph F. Osterode, who has 
been transferred to manage the company’s 
yard at Yuma, Ariz. 

WALNUT Sprincs, TEX.—New manager of 
W. F. & J. F. Barnes Lumber Co. is E. A. 
Owens. 

ALAMEDA, CALIF.—William Chatham, Jr.. 
has been named manager of Loop Lumber & 
Mill Co. here. 








Veteran Saw Filer Celebrates 
Eightieth Birthday 

MERIDIAN, Miss., July 9—July 14. wil! 
mark the eightieth milestone for J. H. 
Miner, veteran saw filer of Meridian, accord- 
ing to information which has been received 
from A. W. Nichols of Alba, Mich., whe 
is himself a veteran in the business. Con- 
sidered by many to be one of the best saw 
filers in this country, if not one of the best 
in the world on circular saws, Mr. Miner 
has given pointers to many of today’s good 
saw men. He is still active in his business. 


The AMERICAN LUMBERMAN joins with a 
host of friends and well-wishers in extend- 
ing heartiest congratulations. 
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} are one of the reasons Ponderosa Pine 
Woodwork was formed. Our sole purpose is to 
promote the use of doors, windows, frames and also 
companion woodwork made of Ponderosa Pine— 
to sell more of these items and to influence more 


efficient employment of them. 


These objectives are to your profit interest. Here’s 
why— 
There’s a trend toward the use of more windows. 


And this popular functional element in home plan- 


ning also means a wider use of interior doors. 


We want to help steer that trend on your profit 
track. Stock doors and windows made of Ponderosa 


Pine can solve the present-day design problems for 





You may have a copy of 
“Open House” free. Write 
for it today and you'll see 
one of the most usable, sales- 
making books ever published! 





Join 





WOODWSOR K 


111 W. WASHINGTON ST: e CHICAGO, ILL: 





EE 


any size, price or style of home! And you know what 


you make on stock woodwork sales. 


To do this job we are backing up your recommenda- 
tions for stock woodwork with a national advertis- 
ing program. In magazines with home-minded 
audiences, we offer “Open House” —a 32-page idea 
book which shows how to use doors and windows 
better. People want these ideas—we’re telling them 


to see you—their local lumber dealer! 


Tie-up with this program. It’s easy. You may get 
“Open House” in quantities at very low cost. We'll 
give you newspaper mats and other tie-up material. 
Write to your Profits First “Committee,” today, for 
all the details. It’s worthwhile! 


Fine 
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Sample of Low Cost Glazing 
Material. Sent Free 


Especially useful in  canditions where 
vibration, contraction and expansion are 
prevalent is an elastic glazing material de- 
veloped and manufactured by The Armstrong 


"anwar oe come! 


DALLAS 





Co., 240 So. Post Ave., Detroit, Mich. It 
is recommended for any type of wood or 
steel sash. ‘“Arm-Glaze,” as it is trade- 
named, is a moderate cost item with a long 
period of elasticity, yet with sufficient rig- 
idity to resist external injury. Application 








Loose Leaf Tally Books 


Waterproof Lines 


Samples and Catalog 
on Request 


Tally Cards Rules 


Car Movers Leather Aprons 
Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 
2133 Touhy Ave. 


Car Door Lumber Rollers 








TALLY SHEETS with 


Crayon Gauges 
Rule Cases Hammer Stamps 
Pickaroons Marking Sticks 


CHICAGO, ILL. 
Sectional Board Rate | 


{ -~ 





Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 





i A rating guide to the Contracting trade of 
i Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 











GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











Amemecanfiumherman 


at's New 


is said to be easy. It is available in all 
colors and packed in containers ranging in 
capacity from one to 375 pounds. The Arm- 
strong Co. will send a sample, full details 
and a price list upon request. 





Issue New Catalog of 
Safety Equipment 

A new catalog of safety gloves, clothing. 
aprons, leggings, spats, etc. has recently 
been issued by the Industrial Gloves Co., 
207 Garfield Blvd., Danville, Ill. The items 
are specifically designed to protect workmen 
from injury in handling rough, heavy or hot 
material. The catalog is available upon 
request. 





Steel Ventilating Window Built 
on New Principal 

A new principal of construction called 

“Wavy Wings” is incorporated in the new 

ventilating window manufactured by the 

Louden Machinery Co., Fairfield, Ia. The 

new design is said to allow one hand opera- 





tion, eight different positions for the win- 
dow, and afford no draft ventilation. The 
Louden company manufactures a complete 
line of steel windows, wings and frames. 





Hardware Catalog Devoted to 
Commercial Entrance Trim 

In keeping with its belief that commer- 
cial building will show great improvement 
in 1941, P. & F. Corbin, New Britain, Conn., 
has issued a new catalog showing “Corbin 
Hardware for Commercial Entrances.” The 
catalog contains a new line of push bars 
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and door pulls, thresholds, armored locks and 
other commercial entrance trim. Many of 
the items, indicated in the catalog by a star, 
are carried in stock for prompt delivery. 
Direct mail promotions and samples have 
also been prepared by Corbin to help deal- 
ers sell this type of business. 
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Rack Holds and Displays Dealer's 
Glass Stock 


A modern and attractive window glass 
rack is being offered by W. C. Heller & 
Co., Montpelier, Ohio. It has 25 openings 
for glass and takes a variety of sizes up to 
30 x 36 inches. A _ suitably located hole in 











the base ledge permits cuttings to drop in 


a drawer. It occupies floor space 5014 x 
36%4 inches, and stands about seven feet 


high. A request to the Heller concern will 
bring complete information. 





Folder Deals with Walkway Mesh 


A new folder describes expanded metal 
walkway mesh manufactured by The Con- 
solidated Expanded Metal Companies, 
Wheeling, W. Va. The folder shows how 
the mesh is suited to easy installation around 
pipes, how loads are distributed, and the 
protection it affords from falling objects. The 
mesh may be laid free in angle frames, bolted 
or welded to place. It is suited to indoor 
or exterior use, for skywalks, catwalks, 
runways, stair treads, etc. 





Book Tells of Unit Window Users 
Satisfaction 


Letters from ‘“Silentite”’ window users in 
all sections of the country who have ex- 
pressed their satisfaction with that Curtis 
Companies product have been compiled in 
a book entitled “What Home Owners Say 
About Silentite Windows.” A copy is avail- 
able without charge from Curtis Companies 
Service Bureau, Dept. AL-7, Curtis Bldg., 
Clinton, Iowa. These unit windows have 
patented, built-in weather-stripping, and 


operate by means of a “lifetime” spring. 
The sash rides in metal channels and is said 
to be free of sticking, jamming or rattling. 
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SEEK FUNDS TO IMPROVE 
INDUSTRY'S STANDING 


(Continued from Page 47) 


lack of reactions, among its customers and 
the public. In March, Opinion Research 
(Inc.), the commercial counterpart of the 
highly successful Institute of Public Opin- 
ion, which originated the successful sampl- 
ing methods of Dr. George Gallup, was 
employed to make what is probably the first 
authoritative survey of general thinking 
concerning those who utilize American forest 
resources. The ommittee has decided that 
“off-the-cuff” opinions concerning the in- 
dustry’s standing would no longer be ac- 
ceptable as a basis on which to build a con- 
structive public relations program. 

Opinion Research (Inc.) has already de- 
livered to the public relations administra- 
tion committee the first draft of its prelimi- 
nary conclusions. It is expected that a full 
report can be made to the entire industry 
some time late in July. 

The sawmill operators who were re- 
sponsible for the inauguration of the sur- 
vey of the industry, the operating plan and 
the employment of advisory public counsel, 
expect to invite into the program forest 
products interests other than lumber manu- 
facturers. Obviously, public appraisal of the 
manner in which forest resources are em- 
ployed will not differentiate between the 
commercial forms which timber crops ulti- 
mately assume. 

American Forest Products Industries 
(Inc.), organized several years ago to per- 
mit lumbermen to be joined in construc- 
tive efforts by other forest industries, finds 
the new public relations program its most 
important undertaking. Carried to a success- 
ful conclusion, the public relations program 
as outlined will establish an activity doub- 
ling the current collective industry work 
now being conducted by the National Lum- 
ber Manufacturers’ Association. 


LEGAL 
ADVENT URES 


of ot , 


CURLEY BEECHER 


A great many every day legal 
principles should be known by lum- 
bermen, and they may be explained 
without resorting to the jargon of 
the law. This series of articles 
wil put in plain language the ac- 
tual decisions of American courts. 
—EDITOR. 


THE UNDELIVERED VENEER 


Curley Beecher was ordering a new line 
of veneer from a new salesman. 

“This is a fast selling line and our plant 
is working to capacity. I’m afraid you'll 
have to take delivery whenever we’re ready,” 
the salesman stipulated. 

“That’s O. K. by me,” Beecher agreed. 
Time passed on, with neither party saying 
anything to the other. When Beecher’s 
veneer was ready to ship, the salesman sold 
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elsewhere, and Beecher, on learning this, 
claimed damages for breach of contract. 

“We’re not mind readers, and you never 
notified us that you were ready to take de- 
livery,” the salesman pointed out. 

“And neither am I,” Beecher retorted, 
“and you never notified me the veneer was 
ready to ship.” 

“It would thus become the duty of the 
seller to notify Beecher and give him an 
opportunity to inspect the veneer and de- 
termine whether it corresponded with the 
contract. If so, it then become Beecher’s 
duty to take and pay therefor,” said the 
New York Court of Appeals in ruling in 
Curley Beecher’s favor, and there is a Penn- 
sylvania decision to the same effect. 
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Correction 


Corinth Lumber Co., Corinth, Miss., was 
erroneously reported in the June 14 issue as 
having changed its name to the Madden 
Lumber Co., The Corinth Lumber Co. has 
continued and will continue as the Corinth 
Lumber Co., the only change being that R. 
G. Swartz has purchased the stock the Mad- 
dens owned and as part payment deeded 
some plant equipment including a planing 
mill to the Maddens. This transaction made 
R. G. Swartz sole owner of Corinth Lumber 
Co. and he will continue the company under 
that name, but will drop the corporation 
charter. Madden Lumber Co. is not con- 
nected with Corinth Lumber Co. 

















Honest Now... 


“Ts it as Good 
as Kirby’s?”’ 


KIRBY LUMBER CORPORATION 


SOUTHERN PINE 


SOUTHERN HARDWOODS 


Kirby Building, HOUSTON, TEXAS 
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New Structural Grades for 
Hemlock 


The latest revision ot the official grading 
rules for Hemlock and Tamarack lumber, 
issued by the Northern Hemlock and Hard- 
wood Manufacturers Association, Oshkosh, 
Wis., contains three new structural rules. 
Three grades of structural joists and rafters 
designated as 1000 SG, 900 SG and 800 SG, 
provide working stresses in extreme fiber in 
bending of 1000, 900 and 800 pounds per 
square inch, respectively. Details for these 
erades were worked out by the association’s 
Bureau of Grades in cooperation with the 
U'. S. Forest Products Laboratory, and the 
Central Committee on Lumber Standards. 
Test inspections at several of the northern 
mills revealed that a large percentage of No. 
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1 and No. 2 common grades, would qualify 
for a 1000 pound rating when graded ac- 
cording to the structural principles desig- 
nated by the Laboratory. 

A grading clinic is being planned for the 
purpose of acquainting Hemlock lumber in- 
spectors with the details of stress grading. 
Copies of the new rule book are available 
from the Association. 





New Assistant Sales Manager 


New York, N. Y., July 5.—Gordon C. 
Istes, former sales manager of The Lehon 
Co., Chicago, Ill., has recently been ap- 
pointed assistant to C. FE. Stedman, vice 
president in charge of sales of Certain-teed 
Products Corp. here. Mr. Estes had been 
affiliated with Lehon for more than 20 years. 








Car Shipments 














d BradleyMiller 


<7Prames 





CAREFULLY 
BUILT BY 


Bradley - Miller 


Through many years these Bradley-Miller 
Frames have well won their reputation of out- 
standing superiority . 


of Frames and j wear and weather. 
High Quality 
Box Shooks 
Let us Quote. 
Write Us 
Today. 


milled and tightly fitted. they KEEP their 
shape and quality. We also offer Ponderosa 
Pine Frames of the same manufacture and 
grade as the Genuine White Pine. 


BRADLEY, MILLER & CO. 


Telephone 7812 
C. W. Jones, 74 Bonny View Road, West Hartford, Connecticut 





. for ability to resist 
Every part precisely 





Bay City, Michigan 


Eastern Representative 





THESE 
DEPENDABLE 
PRODUCERS CAN 
SUPPLY ALL 
YOUR NEEDS 





Substantial and enduring are the structures built with North Carolina 
Pine. Tell your customers about this wood of beauty and utility. Rec- 
commend it for all construction uses. It has strength, endurance, wear- 
resistance. Works easily, takes paint well. The firms here listed can 
supply all your needs in North Carolina Pine. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 
SPA Grade Marked Lumber 


Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 


and Framing Lumber. Kiln Dried and Air Dried. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 








BURRUSS LAND & LUMBER CO. 
Lynchbarg, Va. 


Kiln Dried, Grade Marked N. C. Pine. R. R. Material 


a specialty. Car Lining and Decking. Mills 
in Va. and N. C. 
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New Character to Urge 
Elimination of Fire 


Hazards 


“Zeek” is a wood carved horse-sense type 
of philosopher created to tell the fire pre- 
vention messages of the Associated Lumber 
Mutuals in their forthcoming advertising 
campaigns. 

Just now “Zeek” is stressing the following 





© 1941, C.A.B. é d 


timely tips on fire prevention. 
in substance: 

1. Clean up the waste paper, trash, dead 
grass and leaves that have accumulated 
around fences and buildings. Burn this 
accumulation in a safe place. 

2. Private fire fighting equipment should 
be checked and put in good working order. 

3. ‘Roofs have worked loose at the joints. 
Winds and rain can be kept out if you will 
nail and cement these joints where neces- 
sary. 

4. A coat of paint and a little effort 
toward making your office and yard attract- 
ive pays big dividends. 

“Zeek” is being formally introduced in 
the recent issue of The Burning Question, 
the Associated Lumber Mutuals’ house 
organ. A copy is available by addressing 
Fred W. Lahr, 518 N. Delaware St., Indian- 
apolis, Ind. 


They are, 





Canadians Use More of Own 
Furniture Hardwoods 


Montreal, Que., July 7.—The Canadian 
Government ban on imports of certain types 
of lumber, except by special permit, has 
already shown results in increased use ot 
domestic woods, it was reported at the 
annual meeting of the Canadian Furniture 
Manufacturers’ Association in Toronto. 
According to the report of C. R. Anken 
mann, of Chelsea, chairman of the organiza- 
tion, this shift is most apparent in hard- 
woods and veneers. The trend is likely t 
become more and more apparent as time 
goes on, he said. The fixing of the price 
of birch by Government decree has resulted 
in a steep advance in prices over last year, 
it was said. 
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pe THE WOMAN COOK ON THE LUMBER HOOKER lamath 
An’ she had to skip all over the ship 


er From Issue of March 18, 1905 
To dodge the boards and plank? 


J 
[Women cooks, except those who have A woman may save the china, 
1g been employed in the past, are barred from A woman may sweep the floor, 
working on vessels belonging to members Keep chimneys clean and geraniums green 
of the Lumber Carriers’ Association, accord- An’ a fresh tow’l on the door. | 
ing to an agreement entered into March 12 A woman kin boil a herrin’, | 
between that organization and the Marine A woman kin cook a clam— 
Cooks’ & Stewards’ Union.] But when the spray knocks the jib away KILN - DRIED 
A woman ain’t worth a damn. Th 
e Preferred Ponderosa 
It mayn't be strictly handsome, What would become of a woman Famous for Soft Texture 
An’ what if the tub should founder 

























It mayn’t be just polite— 

But the woman cook an’ her menoo book 
Must disappear from sight. 

A woman I know’s an angel 
An’ purty to have aboard; 

But weather gits thick and folks git sick, 
An’ woman that’s sick—oh, Lord! 


If the deckload took a yank and Straight Close Grain 
You'll quickly recognize the su- 
perior quality of this soft-textured, 
easy-working pine from _ the 
Klamath region. You'll like the 
way it's manufactured in our 
modern mills. Here’s lumber of 
smooth surface and straight edge 
—lumber scientifically seasoned, 
accurately manufactured. Make 
it your leader. 


An’ for land she had to roll— 
For want of a boat she had to float 
Astride a cedar pole? 


A woman kin mix a puddin’ A woman is gold an’ silver 
A woman kin build a pie, A man is iron an’ steel; 

A woman kin bake a chocolate cake A woman shrinks when the lee rail sinks 
That’s pleasant to the eye. But a man’ll die at the wheel. 

Her face is a sweet religion A woman should rock the cradle 
An’ her voice a kind of balm— An’ wait by the cottage door— 

But a woman can’t cuss the rest of us But men belong where the wind is strong 

When we fall in a dead, dead calm. And women belong ashore. 


Members Western Pine Association 


Send Your Orders to 


CRATER LAKE 


BOX G LUMBER CO. 

















| 


Sprague River, Oregon 


: viewsor OQ YEARS AGO 






































‘ld From the AMERICAN LUMBERMAN 
er. A 
its. : ig 
rill Lumber freights from demand for sailing craft, ers, Indiana Association Kennedy 
2 Lake Michigan ports to and it is very evident that Retail Lumber Dealers, 
Chicago opened at very the old days when nearly Northwestern Lumber- Western 
ort low figures this spring, but | all the lake traffic was men’s Association, Illinois Lumber Products 
ct- nevertheless loads have | done’ by slow _ sailing | Association Retail Lumber a p &. eifciont chingess of big willl. 
not been freely offered, schooners, are gone for- Dealers, Wisconsin Retail- ne quality, Schbe-aeteok Fir, 
in and many sailing vessels ever. The requirements ers’ Association, New Jer- Hemlock, Cedar, Spruce, Red Cedar 
ma have been forced to lie | of modern business de- | sey Lumbermen’s Protec- Shingles. ldche White Pins. Poade- 
rosa Pine, California Sugar Pine. 
se idle at the docks over one- mand quick transporta- tive Association, Union We strongly subscribe to belief 
ng half the time since the | tion, which steam alone Association of Lumber that a sxemrn ag lg 
n- opening of navigation. | can furnish, The heavy | Dealers. oe er eee mee ; 
Vesselmen have claimed | increase of lumber receipts * eo 4 j.G. Kennedy Lumber Co. 
that current rates were as by rail also contributes to SAN FRANCISCO, CALIF., Henry Building 
low as they could possibly dullness in the lake carry- May 14.—A _ general pro- : Seattle 
accept, but nevertheless ing trade, although of test is coming up from the 
vn some charters have re- course rail shipments are lumber dealers of the 
cently been. placed for one mainly of stock for imme- Santa Clara Valley against 
shilling less, at least two diate requirements. the schedule of freight 
can vessels during the past - 2 rates charged by the 
Des week having accepted Directory of Retail Lum- | Southern Pacific. Yester- SULLIVAN LUMBER co. 
1as $1.37 from Manistee and | ber Associations: United | day eight of the principal PORTLAND, OREGON 
a Menominee, as a _ direct | Associations of Lumber- | dealers filed a complaint ’ 
the result of light business. men, California Asso- with the railroad commis- TIMBERS e FACTORY 
are — = _ or may mos sn Psi rgd a pot under agg YARD STOCK : R CLEARS 
0. ring about a correspond- ealers, Lumbermen’s As- ari ey are unable to 
We ing reduction in freights sociation of Texas, Retail compete in the San Fran- ee —e CEDAR, PINE 
za from all ports, but it Lumber Dealers’ Associa- cisco market with lumber- Reliable Shippers 29 Years 
al | hardly seems possible that | tion of Indian Territory, | men of Hunboldt and Men- WRITE US! AIR MAIL ONE DAY EACH WAY! 
te freights can rule any Missouri and Kansas docino counties. Another 
me lower than at present. As Retail Lumber Dealers complaint comes in from : 
ane a rule steam barges have Association, Nebraska As- a lumberman of Latrobe, 
-4e" little trouble in securing sociation Retail Lumber who speaks of an excessive BOOKS FOR parang ym 
ioe all they can carry at regu- | Dealers, Michigan Associa- | rate between that place We have ’em right in stock. Write for catelog NOW! 
iii lar rates, but there is little tion Retail Lumber Deal- | and Sacramento. Sematioes Laniannm, = o. Seen Gee 
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THE BUSINESS RECORD 








Business Changes 


CALIFORNIA 
Co. mill leased to 
name of the 
Richards Lumber 

Los Angeles 
changed to 


Dunsmuir Lumber 
Richards, and the 
been changed to 


Dunsmuir 
Kenneth 
business has 
Co. 
George F 


; Weis Co. 
Lumber Buyers 


Exchange, 


name 
1151 


South Broadway; George F. Weis, proprietor. 
[iluINOLS—Anna and Jonesboro—Union 
County Lumber Co. changed name to Anna- 
Jonesboro Lumber Co. 
INDIANA. New Market——-True-Hixon Lum- 


here New Market Lumber 


Co. 


ber Co 
& Coal 


succeeded by 


CORRECTION. 
Was erroneously) 
the June 14 issue that 
is now known as the 
Corinth Lumber Co, 
the only change being 
chased 


MISSISSIPPI. 
reported in 


Madden 
has continued 


the stock owned 


Corinth—lIt 
this department in 
Corinth Lumber Co. 
Lumber Co. The 
right along, 
that R. G. Swartz pur- 
by the Maddens in the 


the 


Corinth Lumber Co. and as part payment 
deeded some plant equipment, including a 
planing mill, to the Maddens. As a result 
of this transaction, R. G. Swartz became the 
sole owner of the Corinth Lumber Co., which 
has no connection with the Madden Lumber Co. 

MISSISSIPPI. Richton—O, A. Cooper suc- 


ceeded by Richton 
MISSOURI. Bolivar 
sold to Charles C. 


Yellow 


Meek 


Pine Co. 
Faulkner 
Lumber 


Lumber Co. 
Co. 








SPECIALS 


One ear each 


ears of 4/4 Sound, Wormy & Btr. White Oak. 
'T'wo cars of 4/4 Sound, Wormy & Btr. Chest- 
Above stock is dry & all the better is 
Good widths & lengths, 


nut, 
included, 


of 8/4, 


10/4 & 12/4 and three 


ODESSA , NY. 








There is a 


much greater spread than 


usual 





between Soft Maple & Hard Maple prices. We 


have good stocks of Soft Maple. 


position to kiln dry. 


We are in 





Piling 
All Lengths 
All Sizes 
From our 
Reliable Large 


Production 








Timbers 


All Lengths 
All Sizes 


Mixed Cars 


Straight Cars 
Yard Stocks 


CAMPBELL-CONRO LUMBER CO., Pittock Biock, porttand, Ore. 


Minneapolis Office: Edward Rowlands, 207 Lumber Exchange Bldg. Telephone Geneva 7078. 








Famous 
Grays 
Harbor 
Timber 


ny 


\ 
& 


Z 
gS 
——F 
GY 
Aa 








Lumber buyers in all parts of the country 
have learned that Twin Harbors Lumber 
Company is an ever-dependable supply 
source of Pacific Coast Woods, Western Soft 
Pine, Southern Pine and Hardwoods. 


Cargo Sales: Portland, Ore. 


Branch Office: Boston, Mass. 
MAIN OFFICE: ABERDEEN, WASH. 





Factory Lumber, 
Plywood, Timbers, 





West 


Coast 
LUMBER 











Industrial Items, Finish, 
Shingles, Siding. Care- 


fully manufactured in modern mills. 


Branch Offices: 
Chicago, lil. 


Seattle, Wash. 


Waco, Texas 
Jack Ray 
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NEBRASKA. York—Anderson-Caldwell Lum- 
ber Co. succeeded by Anderson Lumber Co. 

NEW YORK. Clifton Springs—Clifton Springs 
Coal & Supply Co., Ine., succeeded by Harry C. 
Marshall. 

OKLAHOMA. 
Lumber Co. 
Supply Co. 

WASHINGTON. Tacoma—Herbert 
sold to Cheney Lumber Co., Ine. 


7 
Incorporations 
Fort Smith—Kellogg-Fontaine 


incorporated by D. W. Kellogg, 
Kellogg and D. L. Fontaine. 


Hardware & 
Elmer Hillerby 


Coyle—Coyle 
succeeded by 


Thomsen 


ARKANSAS. 
Lumber Co., 
Florence N. 


CALIFORNIA, Long Beach—Derrick Lum- 
ber Co., Ine.; $25,000. Directors are A. T. 
Cawrse, Fred W. Slagle and E. G. Akers. 

Los Angeles—Signal Lumber Co.; $75,000. 
Directors: James E. Bedmar, Howard Burrell 
and Clayton Straub. 

San Francisco—Gualala Lumber Co., Rialto 
Building, recently organized as a California 


corporation to manufacture redwood lumber, 
has taken over a small mill at Gualala, Calif., 
with intention to remodel and step up by end 
of present cutting season. 

VIRGINIA. Richmond—Modern Wood letter, 
Inc.; $5,000. To manufacture and deal in wood 
letters. 


New Ventures 


CALIFORNIA. Bakersfield—The 
shall Lumber Co. has been opened at 
Street. 

FLORIDA. 
Supply Co. 


King-Mar- 
1411 L 


Lake Wales—Builders Lumber & 
has recently begun operations here. 


R. F. Stembridge and C. W. Guess will operate 
the new business. 

MARYLAND. Baltimore—Joseph Rosenzweig 
is establishing a lumber yard on Washington 


Boulevard here which, it is reported will be 
operated under the name of Washington Lum- 
ber Co. 

MICHIGAN. Reed City—Little Rock-Spierling 
Co. has been established here to serve the oil 
field trade. 

OHTO. New London—Grott Lumber & Sup- 
ply Co. is being opened here. 


7 
Casualties 

CALIFORNIA. Oakland—Economy 
Co. yard at 1040 Seminary Avenue, 
an estimated $5,000 by fire. 

COLORADO. Walsenburg—Pritchard 
ber Co. here suffered damage by fire. 

NORTH CAROLINA. Benson—Star Manu- 
facturing Co. plant here destroyed by fire, with 
loss estimated at $75,000. 


New Mills and Equipment 


CALIFORNIA. Greenville—Kenneth Fitzer 
announces the establishment of a sawmill here. 

KENTUCKY. Louisa—Republic Creosoting 
Co. plans to replace its sawmill and planing 
mill recently destroyed by fire. 

NORTH CAROLINA. Murfreesboro—L. H. 
Holloman is reconstructing the sawmill here 
which was recently burned. 

TEXAS. Tatum—Mackey Bros. & White 
constructing a sawmill here, which will 
out 15,000 feet of lumber daily. 

VIRGINIA. Winchester—L. A. Clarke & Son, 
Inec., have rebuilt their planing mill here which 
was destroyed by fire recently. 

WASHINGTON. Shelton—Olympic Plywood 
Co. started operation of its new plant here and 
will market its product through the Puget 
Sound Associated Mills, as well as by means of 
its own sales force. 

CANADA. BRITISH COLUMBIA. 
berni—H. R. Mac Millan interests will estab- 
lish a $500,000 plywood mill here, adjacent to 
their extensive West Coast sawmill operation. 
Output of the new plywood unit will be mar- 
keted by B. C. Plywood Ltd. 


Folder on Finishing Knotty 
Pine Paneled Walls Issued 


PorTLAND, ORrE., July 5.—A new 4-page 
folder entitled “Treatments for Finishing 
Knotty Pine Paneled Walls” has just been 
issued by the Western Pine Association, and 
single copies may be had free by addressing 
the organization at 510 Yeon Building, Port- 
land. 

The folder provides new and comprehen- 
sive data on finishing treatments for walls 
paneled with Western pines, as well as 
carpentry information on best methods of 
installation of the panels. The booklet sup- 
plements information contained in two 
16-page booklets previously published by 
the association on the subject of knotty pine 
panels. One of the brochures is entitled 
“Paneling Old or New Interiors with Real 
Pine” and features the use of Ponderosa, 
and the other, which deals with Idaho white 
pine, is entitled “Beautiful Paneled Walls 
of Genuine White Pine.” 


Lumber 
damaged 


Lum 


are 
turn 


Port Al- 
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: NATIONAL PRODUCTION, SHIPMENTS, ORDERS 
» Wasuinoton, D. C., July 7—Following is the National Lumber Manufacturers’ Associa- 
; tion’s report for two weeks ended June 28 and for twenty-six weeks ended that date, covering 
~ mills whose statistics for both 1941 and 1940 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1940: 
" Av. No. Per- Per- Per- 
Mills Production cent Shipments ceat Orders cent 
TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
ne Total Softwoods .. 378 509,613,000 110 531,629,000 117 599,032,000 132 
g, Total Hardwoods.. 86 21,385,000 156 26,145,000 139 20,354,000 112 
n- Total Lumber ..... 448 530,998,000 114 557,774,000 118 619,386,000 131 
r. Total Flooring .... 79 26,328,000 129 29,068,000 127 27,821,000 156 
2 TWENTY-SIX WEEKS: 
Total Softwoods .. 395 5,941,462,000 113 6,309,359,000 116 6,620,118,000 122 
to Total Hardwoods... 97 288,404,000 107 314,651,000 124 306,500,000 12% 
ia — — ——— — —_- s/s ———__——_ 
ar, Total Lumber...... 474 6,229,866,000 113 6,624,010,000 116 6,926,618,000 122 
- Total Flooring..... 79 302,318,000 12% 297,081,000 124 329,150,000 129 
ne 
oe 
od 
RELATION OF UNFILLED ORDERS TO STOCKS 
Wasuincton, D. C.. July 7—Following is statement of seven groups of identical mills of 
‘7 unfilled orders and gross stock footage on July 28: 
? No. of Mills Unfilled Orders Gross Stocks 
= Reporting 1941 1940 1941 1940 
a Téetal Softtwooeds* ..... 06. 363 1,301,066,000 633,811,000 2,782,487,000 3,196,566,000 
Total Hardwoods® ......... 75 66,178,000 56,083,000 267,438,000 323,284,000 
cond TOCA) EMMDEP oc ccescsscccs 427 1,367,244,000 689,894,000 3,049,925,000 3,519,850,000 
be Oak and Maple Flooring... 88 87,812,000 57,448,000 77,394,000 87,663,000 
= *Of Northern mills, 11 reported on softwoods, 13 on hardwood unfilled orders; 14 mills 
—- on stocks. The total number of mills (438) includes 11 northern plants that are .in 
oil both softwood and hardwood subtotals. 
Ip- 
. 
e 
Western Pine Summary Appalachian Hardwoods 
. . 
er Portiann, Ore., July 3—The Western Gain During May 
eC : nai 
i ; , 
pine sage ig Phe ge - — a CINCINNATI, On10, July 7—During May, 
i Coliforni vill: ck ra bs a om rer Appalachian hardwoods bettered their ex- 
J a ee a eee ee cellent April record. Sales, production and 
aaa : ; shipments rose noticeably, with sales making 
Report of an Average of 88 mills: = “i 
Total for 2 weeks ended the greatest gain and taking the lead for the 
June 28,1941 June 29, 1940 5 i i , %% ins 
zer Production .. 173,013,000 ig7 761,000 ‘rst time since January. Last month's gains n ° 
= Shipments ... 163,137,000 141,918,000 | expressed in percentages were: Sales, 8; ou me + e way 
ing Orders received 200,993,000 145,117,000 shipments, 4, and production, 2.6. Despite 
Report of 84 Identical Mills: the changes, sales, shipments and production Al L ms 
H ’ ’ 
J 28, 1941 q , 1940 : > 
aie Unfilled orders “420,988,000 705,137,000 remained well balanced, standing at 100, 98, ge ma umoer 
es Gross stocks. .1,035,624,000 1,244,689,000 and 97, respectively. According to the h 
urn Report of 84 Buathees mine monthly barometer of the Appalachian meets ¢ e needs of 
jon. : nM. aad ae ; Hardwood Manufacturers (Inc.), which 
= Production ...1,568,402,000 1,384,929,000 summarizes the rformance of 67 band 
— Shipments ....1,768,937,000 — 1,502,042/000 ih «aie tn a wed to 65 { April your customers 
oer Orders ....... 1,905,676,000 1,513,214,000 UNITS, aS contrasted tO Oo 1OF /ipril, 
get further slight shrinkage of stocks is indi- Geel thahes . 
dis 7 cated. Reports on unfilled orders were too ful ° ne scasoning, 
- Southern Pine Statistics incomplete to make a comparison for the — h “eo acturing .. . Those 
_ to [Special telegram to AMERICAN LumBERMAN] entire group, although, on the basis of are the things that make the 
— New Orteans, La., July 9.—Following identical mills, total of these increased per- BETTER lumber — like this 
is a summary of reports from southern pine ceptibly. May hardwood production _by Algoma Klamath Pine. Timber 
willis. Ser tere weeks ened Joly 5: reporting mills was 30,991,000 feet, against from the Klamath Basin is 
‘ 25 : cw. 29 074 - ° 
ty Average weekly number of mills, 123; a ao bse zs te page ges np famed for its fine soft texture, | 
Unitst+, 96 , against 29,081, eet and ship- . . 
straight even grai 
; ” uomert¥ocks mens 9145000, fet again sovanon) || “tight even grain and general 
tree-year average production ,070, J ie =O : . > i ys 
age Actual production ............. es2a2'009 «feet. Unsold stocks for 58 units were 170,- s 
ing I eh ag alienate woke 69,713,000 037,000 feet, with unfilled orders reported at The Algoma mills have up-to- 
ats EGCES POCCEVE i666. cr6ck sere wares 93,402,000 29,923,000 feet, equivalent to six weeks’ date kilns, ensdicas milling 
Number of mills, 119; Units+t, 92 roduction at May t | ; iWiti 
and p y rate. 
- oc On July §, 1941 equipment, all facilities for 
ing Unfilled orders ................ 167,766,000 highest quality production. 
ort- UNSGIE BEOCKS ..oicce si civic tinea sare 235,122,000 d 9 
*Nov. 1, 1937, to Oct. 26, 1940. : Send your orders to Algoma. 
duea a Genie a ag . Must Pay Tax on Gas Used in blige 
oe s : eet of “3-year average Shop Lumber (kiln-dried) 
production. cS ° Wi hi Mill Pp }9 
alls arriers ithin Mi Common, Selects, General 
as : ; aa 
of Powder Maker H } OtymprA, WAsH., July 5.—Gasoline used Building Lumber, Pattern Lum- 
up- arvests in lumber carriers and similar vehicles can ber, Yard and Shed Stocks, 
two Stumps not escape payment of the State gasoline tax Dimension, Bevel Siding, Knot- 
nts y . just because the vehicles are used only on | ty Pine Paneling, Mouldings, 
rel ite ay Rag Rees es appre = property, according to a ruling of the | Sash and Door Cut Stock, Lath, 
ted eg se . sc plete plans for one o State supreme court against Donovan Lum- Pickets, Box Shook, Crating. 
er its largest “Stumpage” camps to be located ber Co., of Aberdeen, and the Seattle Export 
| a quarter of a mile north of Statesville, in Lumber Co., of Seattle. The supreme court 


aa Echols County, on the new State highway held that the carriers are readily adaptable ALGOMA LUMBER C0 
ralls No. 11. Construction will cost between $60,- to highway use, though their normal use = 


000 to $75,000. was confined to within the mills. ALGOMA, OREGON 
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SUGAR & WESTERN 
dt et 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


G L) GA HR Pattern Lumber 


Selects and 


Shop 


PINE 


California Ponderosa Pine 
Mouldings and Cut Stock 


Sugar Pine Specialists for 30 Years, 
* 


~_—— Ss we eee eee ee eee ee 











THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














CARR 


Lumber Company, 


Manufacturers of 
“BILTMORE” 
FLOORING 


“BILTMORE” 
HARDWOODS 
Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 
nut, etc. 


Pisgah Forest, N.C. 


COLONIAL CEDAR COMPANY 


2501 Northlake Ave., Seattle, Wash. 


Rea 
Cedar 


‘SHAKES 


“Totem,” Hand-Split -- “Fitite,” Processed 


J JAMES W. SEWALL 





Consulting Forester 

PHILLIPS & BENNER 
Ruttan Block, 

Port Arthur, Ontario 


JAMES W. SEWALL 
Old Town, Maine 
Established 1910 
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Portland, Ore. 


WEST COAST WOODS—AIll grades and 
kinds of lumber are firm, and some clears 
are especially strong. There have been 
no broad price advances, but some special- 
ties are higher because of stronger bids 
for immediate delivery. 

INTERCOASTAL—Supply of ship space 
is running about 40 percent below that of 
a year ago at this time and it was scarce 
enough then, but there is a moderate 
movement by water. Diversion to all-rail 
continues. Demand is active. 

COASTWISE — California market is 
strong, and mills are filling orders as fast 
as possible. tail mills are supplying most 
of the market needs. Prices, except on 
occasional specialties, are about un- 
changed. 

LOCAL—Demand is excellent. Rate of 
home building in the Northwest is about 
double that of a year ago, and consump- 
tion of general construction items, sash, 
doors and shingles is heavy. Industrial 
plants and shipyards are contributing to 
the demand. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—Demand 
is strong. Some mills are so loaded with 
orders that many are out of the market 
entirely, and the remainder are so choosy 
that buying is difficult to impossible. Prac- 
tically all mills have order files up to sixty 
days, beyond which they do not want to 
go. Demand is especially strong for Defense 
needs, from middle West retail yards, the 
railroads, and local yards. Intercoastal 
buyers are entering the rail market much 
more heavily. Line yards have entered 
actively into the buying. It is believed 
the middle West has held off until forced 
to buy. There is big demand for car and 
maintenance material. All rail prices 
are $1@3 over those of June 20. Dimen- 
sion is now $3 over the D-40 list. Ver- 
tical grain flooring and drop siding are 
very strong. Railroad material has ad- 
vanced considerably. 


SHINGLES—Demand is strong. All No. 1’s 
are badly oversold, and for the last two 
weeks XXXXX No. 2 have been oversold. 
Stocks of all shingles, except No. 2 per- 
fections, are low. No. 1 royals now bring 
$4.35@4.40. Prices of XXXXX shingles have 
moved upward to $3.30@3.35 for No. 1’s; 
$2.15@2.25 for No. 2’s; and $1.60@1.70 for 
No. 3’s. Perfection prices are unchanged. 
The industry is jubilant over the lower- 
ing of Government restrictions on roofing, 
which it is expected will open up a new 
market. 


INTERCOASTAL—A very strong mar- 
ket continues. FAS prices are 50 cents to 
$1 higher than they were two weeks ago, 
and rail prices are up $1. So scare is 
space that even big yards on the east 
coast are now buying by rail. 


CALIFORNIA—Some ship space is being 
used for lumber. Some shippers without 
connections or boats of their own are vir- 
tually shut out. Large quantities of lum- 
ber move by rail from Oregon points, but 
rail movement from Washington is lim- 
ited. 


CEDAR SIDING—Manufacturers are so 
oversold that they are close to being off 
the market. They quote only on stuff on 
hand. Widths especially in demand are 
8-, 10- and 12-inch. 


EXPORT—The United Kingdom is plac- 
ing orders in British Columbia for ship- 
ment by rail to east coast ports. These 
orders will take several large British 
Columbia mills out of the market during 
July and August. The Maritime Commis- 
sion has ordered a reduction in rates on 
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Market News from Na 


lumber from New Orleans to Capetown 
through which practically all lumber 
moves to South Africa, but steamship lines 
may refuse it for better paying cargo. 
Demand from the west and east coasts of 
South America is fair but space is scarce. 
Much lumber for Honolulu is awaiting 
ships. 


LOGS—Increased demand from mills and 
higher labor costs for logging, are fore- 
ing log prices higher. Fir moves at $15, 
$20-21, $28-30, with peelers bringing $30-31 
and $39-41. Shingle logs bring $17-18, and 
cedar lumber logs, $32. Hemlock moves 
at $14.50. No shortage exists. Imports 
from British Columbia were large during 
loggers’ strike. Log production is back 
to normal, 


Tacoma, Wash. 


WEST COAST WOODS—Demand is ex- 
cellent but there is a shortage of some 
items that at times is making it difficult 
to fill orders. Production is down some- 
what, due both to the Fourth of July 
holiday and to the fact that several mills 
either this week or next are closing their 
plants entirely to give the employees the 
week’s vacation with pay provided for in 
recent labor contracts. Others are having 
only a brief shutdown for the Fourth, as 
are logging camps, as log supplies are low. 





San Francisco, Calif. 


LUMBER CHARTERS—The Pacific Coast 
charter market was reported deader than 
ever at the end of June. The Division of 
Emergency Shipping designated rate ceil- 
ings in the various offshore trades. Ceil- 
ing for Pacific Coast-South African lumber 
was set at $55, and Australian lumber at 
$40. Rates on shipments of lumber to 
South Africa had ranged up to $90 and 
$100, while rates in the Australian trade 
had been between $50 and $55. The Divi- 
sion is reported to be taking steps to pro- 
vide more space to Panama Canal from 
the Pacific Coast. The intercoastal lines 
were asked to provide space for about 
6,000,000 feet of lumber per month to. the 
Canal Zone at a “frozen” rate of $18, plus 
$2 landing charge. This rate was $2 over 
the intercoastal rate, and between $6 and 
$8 under rates quoted by various offshore 
lines serving the Canal. 

CARLOADING RATES—The San Fran- 
cisco Bay Carloading Conference’ an- 
nounced an increase in weighing rates 
from 75 cents to $1.25 on hardwoods. The 
increase was filed with State Railroad 
Commission, but no effective date was an- 
nounced. 

LUMBER PAYROLLS—May employment 
in the California lumber and allied prod- 
ucts industries was up 9.4 percent over 
the same month last year, and weekly 
payrolls showed a 19.1 percent gain. 


LUMBER RECEIPTS—Lumber receipts 
from interior points at San Francisco dur- 
ing June totaled 13,710,000 feet, compared 
with 12,440,000 feet in May, and 9,110,000 
feet in June, 1940. Receipts for first six 
months of 1941 totaled 71,880,000 feet, 
compared with 50,765,000 feet for the same 
period of 1940. Fourteen cars of shook 
and 135 cords of staves were reported for 
June. 

COASTWISE TRAFFIC — Fifty-five 
steam schooners were reported operating 
on the Pacific Coast at the beginning of 
July; forty were in coastwise and fifteen 
in offshore trades and to Alaska. Ten 
schooners were reported laid up, no ves- 
sels under three months. 


REDWOOD—The market is reported ex- 
ceedingly strong. Stocks at mills are said 
to be low and broken. Demand is general 
from all regions except the Atlantic Coast. 
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Kansas City, Mo. 


SOUTHWESTER) MARKET—Retailers 
have been augmenting inventories more 
liberally, the Government has been a big 
buyer of lumber, and railroads and indus- 
trial coneerns have bought millions of 
feet, so that mills have increased their 
files of unfilled orders. Mills in this area 
ire working at top speed, making ship- 
nents at a good rate, and trying to build 
up their stocks. When the 5-cent hourly 
increase in wage minimum takes place, 
prices are likely to advance. 


SOUTHERN PINE — Demand continues 
very good, with production and shipments 
about equal and well under sales. A 
sizable amount of business was placed in 
the last two weeks by line yards in the 
igricultural belt. A bumper wheat crop 
and high prices for grain and livestock 
mean that farmers will be doing a lot of 
repairing and remodeling this fall. Stocks 
of No. 1 dimension and boards are scarce. 
Mixed cars are hard to fill promptly, and 
few mills will set specific delivery dates 
on orders for them. 


WESTERN PINE here was a big re- 
quest for shop grades, Nos. 3 and 4 com- 
mon and D selects. About the only item 
that is easy is No. 2 common, 1x12-inch. 


OAK FLOORING — Rapid expansion of 
residential building has resulted in sales 
much in excess of production. Shortages 
are appearing in a number of key items, 
and production for the next thirty days 
ilready has been earmarked. 


HARDWOOD — The market’ continues 
brisk, with mills reporting more business 
than they can comfortably handle. The 
Government’s need for crating and boxing 
materials is creating a new and increas- 
ingly important outlet. 


T 





SHINGLES—A good volume of orders 
is coming from. retailers in all parts 
of the district. Prices are at least 50 
cents higher than they were two months 
ago, an advance of 25 cents having been 
made within the last three weeks. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—The market 
continues to surge forward, with demand 
increasing after a temporary let-down, 
and prices going higher. The furniture 
industry has been the heaviest buyer, tak- 
ing large quantities of gum and poplar. 
Other industries, stepped up by Defense 
purchases, have been in the market for 
hardwoods of all kinds, with the lower 
srades of the better hardwoods and 
cottonwood getting a large slice of the 
iew orders. Box and crate manufacturers 
are keeping hardwood plants about Mem- 
phis busy. Some have put on three shifts. 


OAK FLOORING—Flooring oak, outside 
ff Memphis, is commanding about $38.50; 
534.50 and $23.50 for the three grades. At 
\lemphis, where a plentiful supply is said 
io be available, prices are from $1.50 to 
‘2 lower. Flooring men are not making 
oneessions. All items in stock are heav- 
ily oversold, and production and sales 
have for weeks exceeded production. 


Shreveport, La. 


SOUTHERN HARDWOODS—Stocks are 
setting scarcer, while demand seems to be 
steadily increasing. Mills of this section 
are not producing over fifty percent of 
their shipments today, because steady 
rains made it impossible for them to 
log river bottoms since last summer. All 
kinds of gum are in demand, red, sap, 
black and tupelo. Higher grades of oak 
have become active. There has been a 


ion’s Lumber Centers 


good demand for low grade oak from the 
flooring mills right along. Ash has taken 
on new life. Average recent increase on 
gum, all items, will amount to about $2. 
The whole market is still on the upward 
trend. 


SOUTHERN mand is keen and 
the market is strong. Retailers are taking 
about all they can get, and are crowding 
for stock. Mills have been obliged prac- 
tically to withdraw all quotations, and 
limit customers to not over fifty percent 
of items being manufactured. Railroads 
are trying to have some of their items 
given preference as needed for Defense; 
car companies also are hard put to it for 
stock, with prices almost a secondary con- 
sideration. 





Minneapolis, Minn. 


NORTHERN PINE 30th retailers and 
industrial users continue in the market. 
Mill stocks are fair, and orders are being 
filled without much difficulty. Prices are 
firm. 


NORTHERN WHITE CEDAR—Demand 
continues active, and inquiries are being 
received in exceptionally large volume, 
even for this time of year. Because of 
poor woods working conditions last win- 
ter, stocks were rather low this spring, 
and they have been steadily depleted until 
there is a shortage of some items. Prices 
are firm at the new, higher levels estab- 
lished some weeks ago. 


MILLWORK—An increase in demand is 
reported by some sash and door factories, 
while others state that business is rather 
slow, although estimate work is in satis- 
factory volume. Demand from rural 
areas and small cities continues good, as 
does the demand for stock items. Prices 
are firm, with indications of an early up- 
turn. 





Louisville, Ky. 


SOUTHERN HARDW mand is 
very active, and shipments heavy. Ship- 
ments and sales are so much greater than 
production, which is at a good rate, that 
dry stocks on sticks are being steadily 
reduced. Furniture plant buying is very 
heavy. Demand for flooring and interior 
trim, and from planing mills, box, radio, 
truck and other factories, continues quite 
active. Export trade is almost at a stand- 
still. Priorities are now applied on many 
orders. 





Vancouver, B. C. 


BRITISH COLUMBIA MARKET—British 
Columbia’s west coast lumber operators 
catering to the currently active domestic 
trade are facing the threat of acute con- 
gestion of shipments as a result of the 
limited capacity of barge facilities be- 
tween the great producing centres on 
Vancouver Island and the mainland rail- 
road terminals; there is accommodation 
for only 90 cars a day. Curtailment of ex- 
port business has been concurrent with 
expansion of domestic trade—in Canada 
and the United States—to almost unprece- 
dented proportions. British Columbia lum- 
ber will shortly start moving again to 
England in quantity. Vancouver export- 
ers estimate that between 25 and 30 mil- 
lion feet of all types of lumber will begin 
leaving at once for the United Kingdom. 
Exporters are careful to explain that the 
orders are some of those which were 
placed last fall; actually, the 25 to 30- 
million-foot shipment will make but a 
small dent in the total British orders out- 
standing of around 200 million feet. 
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‘,..and when you’re 
buying Western 
Softwoods, the 
Western Wholesaler 





offers you valuable 
service.”’ 








Many a lumber buyer has learned by 
experience that it PAYS to have a good 
dependable Western Wholesale con- 
nection. 

Right now they're speeding up pro- 
duction in the big softwood mills. Order 
files are crowded. It's a real problem 
to get the right kind of stock and the 
right kind of shipment. It’s more-than- 
ever important to have your wholesaler 
right here ON THE GROUND, right on 
the job, constantly in contact with hun- 
dreds of mills. With the Wholesaler 
guarding your interests, you can be 
sure of getting the best the market 
affords. Best in product quality, in 
variety, in value, in service. 


ORDER THROUGH THE WEST- 
ERN WHOLESALERS LISTED BE- 
LOW. Let them supply all your 
needs in Douglas Fir, Ponderosa 
Pine, Western Red Cedar, Idaho 
White Pine, West Coast Hemlock, 
California Sugar Pine. 

(Sawmill: Pine 


CARL SODERBERG —Saymill: Pine 
LUMBER COMPANY "stile. Oe) 


ne, 
Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 

















“110 Market St., SAN FRANCISCO, CALIF. 





DUNCAN LUMBER COMPANY, INC. 


Distributers for EATONVILLE LBR. CO. 
A “One Stop Station” for Lumber and Shingles, 
SEATTLE, WASH. 


Mauk Seattle Lumber Company 


om, Spain: HOMESTEAD Brand 7 
Fir Dimension, SEATTLE, WASH 


Morrill & Sturgeon 
Lumber Co. 











The Mark of Quality 


Yeon Bidg., Portiand,Ore. 
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Eastern Trade News 


[F. J. Caulkins | 

Boston, Mass., July 7—The status of 
general business in industrial New England 
is clearly shown in a series of graphs issued 
July 1 by the First National Bank of Boston, 
in tracing which the results in the years 
1935-1939 are taken as 100 percent. These 
charts show general business activity as 
starting at 125 in 1923 and dropping to a 
low of 58 in 1932, and then going up to 
145 on June 1 of this year Mill and factory 
orders have moved up from a low in 1934 
to the June 1 level of 240. Retail trade is 
at the highest point in recent years at 125, 
cotton mill activity at 140 and woolen mill 
at 170, employment and payrolls at 160, and 
commercial bank deposits at 130. The prin- 











Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 














See the original 


“Ramparts We Watch’ 


In these days of awakened patrio- 
tism, it does us all good to visit 
historic American shrines. Ballti- 
more, the Home of the Star- 
Spangled Banner, breathes the 
spirit of one of the 13 original 
Colonies. Come to Baltimore! Ap- 
preciate the comforts and blessings 
of modern America in this great 


hotel during your pilgrimage. 
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cipal stimulus behind this sharp upturn is, 
of course, the Defense program, that within 
a year has brought contracts to this area 
in excess of $1,750,000,000. The effect upon 
the lumber industry has been to clear the 
mill yards of all species of both hardwoods 
and softwoods, in the selling of which the 
retail yards and smaller wholesalers have 
shared only moderately. Wholesalers having 
close control of mill production have secured 
many Defense contracts and for months have 
concentrated upon the problem of moving 
mill product to the jobs within delivery time 
limits. Up to June 1, Defense housing 
projects in New England had reached a cost 
of $23,500,000, and since that date many 
additional schedules for lumber have ap- 
peared in the market. The New England 
Defense coordinator, Albert M. Creighton, 
has just warned industrialists that “‘all indus- 
tries capable of Defense production must go 
on a 24 hour a day basis, or they may find 
difficulty in obtaining materials, particularly 
metals and lumber, as wanted, for we may 
now apply the system of priorities to favor 
the producers that actually produce.” 

As to the present status of shipping at 
Commonwealth Pier in Boston. As _ noted 
in this column two weeks ago, this $8,000,000 
pier, Owned and operated by the State, and 
located near Army Base and the great 
Federal Dry Dock, was to be taken over by 
the Navy on July 1, when all tenants were 
ordered to vacate including the American- 
Hawaiian and Luckenbach lines of inter- 
coastal freighters. A meeting last week of 
the managers of these lines with Admiral 
Spear of the Navy and members of the 
Boston Port Authority, resulted in an agree- 
ment that the ships of these lines may use 
the pier through July and August at least. 
Ten of the American-Hawaiian boats are 
to be taken over by the Government, leaving 
12 in service on the intercoastal run. These 
will permit a schedule of three boats each 
month at Boston, while the Luckenbach 
Line, which also has been decimated, will 
have two. The former line has seven ships 
listed to arrive in July. The demand for 
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space at the West Coast ports for the higher 
rated general cargo is so pressing that the 
local offices offer little hope that space will 
be available in which to move intercoastal 
consignments of lumber. 

In this connection it is of interest to note 
that receipts of lumber by water at Boston 
in the first six months of the year total 
42,380,042 feet, eight million feet less than 
in the same period last year. The average 
for the first half in the past ten years was 
48,849,524 feet. Today I have the record 
of West Coast cargo receipts at New London 
for the first half of the year—10,397,435 feet 
—which compares favorably, in view of 
prevailing ship scarcity, with the 1940 tota! 
of 11,351,285 feet landed there to July 1. 
Few Eastern distributors are able to quote 
on parcels for direct shipment from the 
mills. On the other hand, if space becomes 
available to the shipper it is promptly loaded 
with desirable sizes, and consigned to an 
eastern distributor to be sold in transit. 


WEST COAST WOODS—Transportation 
to New England points will continue to 
be diverted increasingly to the rails. Lo- 
cal sales are difficult. Few if any offices 
can quote on mill shipment lots by water. 
There are transit lots in the few ships 
that are still in service. Mills usually 
qualify their acceptance of an order for 
carlots by the statement that shipment 
will be made as soon as cars are avail- 
able. Prices for uppers established two 
and three weeks ago vary widely. Local 
spot stocks of dimension brought in by 
water have melted almost to the vanish- 
ing point, and are firmly held at full page 
18 of West Coast list 33, with an occa- 
sional sale at $1 over list. Boards are 
eagerly sought and are in light supply. 
At the docks, $38.50 is the price for an 
average run of No. 2, and $34.50 is quoted 
for No. 3. The distributing yards are 
carrying broken stocks of boards priced 
at $1@1.50 over dock quotations. 


EASTERN SPRUCE—AII1 sizes of di- 
mension and boards are heavily oversold 
at all active mills in Maine and the east- 
ern Provinces. Following early June ad- 
vances by the larger Canadian mills, most 
sales of 16-foot and under, 2x3-, 4- and 
5-inch, are at $41@42 delivered at Boston 
rate points; 6- and 7-inch, $43@44; 8-inch, 
$45; 9-inch, $48; 10-inch, $49 and 12-inch, 
$50@51. Add $1 for all-16-foot. The call 
for 2x9- and 2x10-inch is very active, and, 
except on Defense orders, delay in deliv- 
ery is more than likely. Due to scarcity 
of small sailers and motor craft and re- 
cent advances in rates, small cargoes of 
spruce random are priced at $39@40 de- 





New Price List Issued 


Boston, Mass., July 9—The Government 
has called for the third quarterly advance 
in the contract price to be paid by Eastern 
Pine Sales Corp. for all deliveries during 
the ensuing ninety days under its contract 
to market 425,000,000 feet of salvaged “hur- 
ricane” pine located at many hundred mill 
yards in all sections of New Egland, chiefly 
in New Hampshire and Massachusetts. The 
sales company has formally protested this 
latest proposed advance, and the matter is 
now before the proper authorities in Wash- 
ington for decision, pending which the Sales 
company has issued a new price list, ef- 
fective July 7, in an effort to bring its 
prices in line with the current market, to 
stimulate sales and inquiries and to keep 
its temporary dressing-mill facilities sup- 
plied with orders. All of this stock is 
square edge, and more than 80 percent of 


for “‘Hurricane” Pine 


it grades Nos. 3 and 4 common. From 
the April 25 list only one item—1x3-inch— 
in the No. 3 grade has been advanced 50 
cents, the. 4-, 5-, 6-, 7-, 8-, 9, 12- and 
13-inch are unchanged and all other sizes 
are dropped 25 cents to $1. In No. 4, 
3-inch moves up $1, there are no changes 
for the 5-, 12- and 13-inch, while all other 
sizes drop 50 cents to $1. On all items of 
D select stock available, the list has been 
advanced by $9 to as much as $16. Nos. | 
and 2 common grades have been marked up 
50 cents for the 5-inch, to as high as $4.5? 
for the popular 3-inch. There is a limited 
supply of D select and Nos. 1 and 2 common, 
and advances bring them into line with cur- 
rent market. Sales are to the wholesale trade 
only, less usual commission and cash dis- 
count, with prices covering delivery at points 
taking up to Boston rate of freight. 
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tal 23 cea 4 larger has continued very active. Usually, in the : : 
: and 3-inch bundled furring, all larger , SS be Raee tie the market entirely. Demand for mixed 
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lan j-inch, $43@44; 8-inch, $45, anc inch, ‘ Apne : sateen farm crates has been large and industrial 
S49@hO of lumber are being circulated. Prices sage aaa : Sete 
—ige $48 @0. ; Pane ashes . concerns are taking tremendous quanti- 
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of There have been freer sales through June. 
tal Demand for the white cedar shingles from 
ey Maine and New Brunswick mills’ has 
I. quickened and is absorbing production, 
ote particularly of top grades. Price for 
the standard brands of extras, delivered, per 
oe square, is usually $4, and clears are $3.75. 
led On 2nd clears there is a range of $2.90@3, 
eC 


but there is still pressure to move accu- 
an mulations of clear walls at $2.75@2.90. 
At shore points the extra No. 1 grade for 
summer camps moves freely at $2.20@2.30 


ion per square. There is active inquiry for 
to the West Coast red cedars, but offerings 
soit are limited and many mills have with- 
ces drawn their lists, particularly for top 
er. grades. Most British Columbia mills will 
Ips not accept full car orders, but, when cars 
lly are available, will load mixed cars with 
for dry cedar boards and siding, if not more 
ent than half car is shingles. On 18-inch No. 
vil- 1 Perfections delivered at New England 
wo points by rail, when available, price range 
cal is $4.99@5.04, and the 16-inch XXXXX No. 
by 1 are $4.51@4.56; No. 2, $3.41@3.46, and 
sh- No. 3, $2.92@2.96. All orders are subject 
ise to delay, due to car supply difficulties. 
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PINE BONXBOARDS— The _ box shops 





are ° ‘ 
+ are busy as the packing season ap- 
oil proaches, and some of the larger ones are 
val working part or full time on Government 2 = 
‘ Defense orders. The regular pine mills Ten Moore Cross-Cireulation Kilns season one million feet per month of hardwoods, inciud- 
wat find a limited demand for inch round edge ing common and better grades, to desired uniform moisture content, 
‘e¢ 


box, with the poorer lots selling at around 
$11.50@12.50 f.o.b. shipping point, and the 


v J suteesenevaaies Sve: Cotton & Hanlon, Odessa, N. Y., Seasons 
old edge situation is difficult. The third quar- j j 2 sy 











st- terly revision of the price to be paid the . 

id- Government by the purchaser — Eastern . 
ost Pine Sales Corp.—of 400,000,000 feet of sal- | id n op ar woo & @ r 0 n 
ind vaged “hurricane” square edge pine, was 
ton due July 1. From the $21 contract base 
ch, there have been advances: Jan. 1, $3, and — ° ° 
ch, April 1, $1.36. A further advance effective ore than a million feet of trolled Moore Cross-Circulation 
‘all July 1 has been callec or. The buyer ° 
nd, protests, and no decision has yet been hardwoods are seasoned per Kilns. 

iv- reached by the Washington authorities. month in these Moore Cross- You do not experiment when you 
ity EASTERN HARDWOODS—Very few un- ° ® H ° ° 
re- sold lots are available on eastern mill Circulation Kilns at Cotton & install this modern drying sys- 
of yards or in eastern Canada. Prices show Hanlon, Odessa, N. A fem, now operated successfully 
de- a wide range, with the market firmly in ° : th 2200 ° + i ti ns 
= the hands of the sellers. This progressive manufacturer in more an iInstallarions. 

J e e 

NEW YORK, N. Y. can take advantage of increased | Our experienced dry kiln en- 

e +. . J . 
/e Business in the metropolitan area shows demand for uniformly seasoned gineer will gladly call and dis- 
very little improvement. There are some lumber by seasoning both com- cuss your drying requirements. 

~ . . . e e +} 
ym dealers who report that Government inquiries mon and better grades of hard- There's no obligation, but write 

a are coming in, but only for items that seem woods in automatically con- today. 

se impossible to get. Local business is very 
LINC quiet. 
nes SOUTHERN PINE—Demand holds u Y 

: oR} NE Z ‘ Dp, ; ; 

1, With prices remaining firm. Roofers If you are interested in kiln drying MOORE DRY KILN COMPAN 
ES showed a sharp increase, and are quoted and would like to be placed on our Largest Manufacturers of Dry Kilns end Veneer Dryers 
rer ee onl lial tied mailing list, send us your name and JACKSONVILLE, FLORIDA 
of SSTERN NES — Ponderosa contin- : : 

_ ues rather hard to obtain, except in mixed the name of the firm with which you VANCOUVER, B. C. 
: P cars, Idaho and sugar pines are available, are connected. NORTH PORTLAND, ORE. 


. With prices very firm. 
up WEST COAST—Some dealers report be- 
yf} ing able to fill their requirements with- 


ted out much difficulty; others claim they are 
un unable to get their orders placed for stock | 
yy that complies with FHA requirements. 





Prices are very firm. 
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Mey KILNS 





de EASTERN SPRUCE—Demand is heavy, --- LT ————— — > 
1S- and prices show a tendency to increase. 
nts HARDWOODS—Dealers report a good CROSS-CIRCULATION 


demand, with certain items hard to obtain. 
Prices are advancing. 
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THIS WEEK’S LUMBER PRICES 








East and west side mills have reported the following average f. o. b. mil) sales prices on 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made 
in the period of June 25-30, but where prices for this period were not available, prices for 
the month to date have been inserted and starred (*): 

“Slae Side “Side “Side “ide ‘Side “ide ‘Side 

e de de e e de e e 

ee | — Ceiling Seantane soall 5 ee By No. 2 Dimension 
en s . : 
1x3 rift— « weal . ere 26.46 24.17 12 & 14... 29.59 24.83 
B&better.. 64 = ena 4 B&better.. 40.01 39.82]1x6 ...... 30.22 27.51/16 ....... 30.69 27.79 
o steeauce 6. ii, S644 STGGUIES 2. cece 31.09 27.62418 & 20 32.57 30.64 
D tages 1 42-25 De a wscunat 26.18 26.78 1x10 aati 30.55 28.23 22 24 33.60 .... 
2) 45 ; x 

grain— Surfaced Finish 12 & 14 27.25 25.73 
Bé&better.. yee ee oft Lengths No. 3 Shiplap and |i6 ....... 28.62 27.12 

Saab aaene 96 3.25 etter Boards, Standard BO ccivecs Sun Bean 
D erage: 38:07 34-60]Ineh thick— Lengths — Begtenien 31.21 30.88 

x4 rift—  petetren 60.90 59.50}. 20.17 22 & "38 37. 
B&better.. 66.50 67.00]5 1211211: eels GeStiab sich og °C2? tO SCE S*--« ONO Bt80 
D. wedsanee 28-25 $54.75 Mr cop atalacovala 65.81 60.31] S1S/S4S. 24.52 23.12]12 & 14 28.55 27.40 
D “pats 40.71 *40.63 : part eses + ree 1x6 CM 23.57 22.93)16 ....... 30.63 27.69 

x10 ..... 3. OSES .. 3.0 26.24 24,08}18 & 20. 30.83 30.84 
gun, ‘ eee 88.88 89.07lix10 ..... 26.03 23.67}22 & 24. 36.25 37.00 
3& etter.. 48.91 48.75 x6/4 thick— 1x12 25.94 24.00)2x10 
a ¢iewenes 46.95 oweres, © 8.... 4.33 OSE °°:6°:™lC 7 sii 12 & 14 31.86 28.22 
EP gchicceman 35.04 34.3115x10 ..... 84.75 83.17 ae 31.99 27.98 

, End Matched 12 ap Sesh rie 107.38 90.33 — Jambs as : z: . poy oneae 
1nd Fifte » °° &f0% Tinch thick— 1%, 1% & — 
B&better.. 58.06 © aekewees 50.31 43.99] 81.00 *82.39[12 & 14... 31.21 28.95 
ae 53.75 6 ceooovwge 52.88 45.70 5¢x4-8 aaa fg 68.40 69.56 eee 30.62 30.18 
ix3 fiat es ois 4.42 45.86) 8X4-° ” OE panded 34.88 30.56 

grain— 1x5&10 54.81 54.30 | eee 7.47 32.06 
B&better.. 42.96 41.92 - Per eae 66.99 68.98 No. 1 Dimension 22 & 24 40.20 *32.50 
Fy ahica ane eto 38.91 *38.80 Rough Finish, Timbers 20 & Under, 
ead aes 28.53 29.00 wahutes = Lengths oA 14 32.13 28.67 Oe 

en e er— ° 96.10 ao. 7 
B& better. .*53.27 1x4/8 .... 58.05 ae gaa S2US S2-50isxtix4... 36.33 29.52 
Sennen 50.00 1x5&10 ... 68.50 Be x 24.7; S088 33-76laxé—8x8.. 34.38 30.63 
Sa a arae *39 50 sl *86.00 oo & 6 a-C8 ++ (3&4x10 ... 42.20 33.38 
ix4 flat 5&8/4 thick— 2x6 5x10-10x10*37.78 *34.10 

grain— 2 eee *74.00 67.61 12 & 14 31.78 29.76(3&4x12 ... 49.40 *36.67 
B& better.. 44.03 40.45 oo *77.63 78.00 16 beines oa 32.89 31.26]5x12/12x12*48.64 38.00 
. oer ereee ape off 38 ee 87.00 93.00 ae teens rae apt we. 3 Dimension, 

iia! ot ai ace 28.32 *28.00 cU eee ees 39.20 32, ndom Lengths 

Drep Sidi: Stand Casing and Base 22 & 24 40.72 *38.30]2x4 ...... 23.03 *19.29 

m Bn Bg y Standard Lengths |[oxg aero 22.62 18.07 
—— — s, 1x6 —- 73.90 67.6912 & 14 31.64 29.00)2x8 ...... 23.18 *21.30 
B&better 41.89 *35.78 eat “tibialis wa 4 44 + See 32.47 30.13 2x10 ..... 25.50 *21.69 
34 os Ss 20.4 1x6&8 . 71.50 68.86 18 34.55 ‘ 912x12 30.75 *21.74 
C oversee es 40.61 39.00/1x5&10 ... 72.39 71.338)99 012707! 3510 32:83]. Car Siding, 13/16" 

ae apne 35.95 38.5 e ee lee . 4 

No. 116— No. 1 Fencing & 22 & 24 40.50 *36.79 B&btr.&Sel.— 
B& better..*49.22 51.00 Boards 2x10 exs, @..... see. 42.00 
- Brec aap: 4819 45.94], Standard Lengths |12 ....... B7.87 84.9510" o2°° °° on 08 964.80 
te Sie oo SE OREERS 6 cass 43.79 38.00114 ....... 37.92 35.24 1x4, 10. » 54.39 enw mu 
No. 3 297 30:09)1x6 ...... 42:42 38.21/16 211017! 37.34 35.84).x% 9..-... 55.00 *55.00 
No. 3 #9668 92 99|1x8 ...... 43.55 38.00]18 & 2 4 39°97 {Common— 

ae . 23.22)1x8 | 3.55 00}18 & 20 41.64 38.35 one « 

Assorted patterns 1x5&10 ... 46.85 41.25/22 & 24 45.59 * 37|1x4, 10....*36.00 

tt a 4 = ~ J 43.37 * 
3&better.. 52.07 *48.97 1x12 ..... 99.18 50.50 2x12 ae i ag ee ae 
ae os ore oak 43.19 42.79 Plaster Lath 12 & 14. 42.41 fr ning, I. ii 
D 1.21... 86.04 42.00 Kiln Dried Bleep 43.38 41:83 ra Seeeo 
No. || 7.19 944.00 | MRE © NS coool: 44.64 40.50]1x6, 18... :*70.00 
i ae ‘ 32.85 29.15 No. ae o. ee 8 5 : ; 
No. 3 ....*28.00 20.98 No. 2 “481 4135 32 & 24. "05460 016.06 Ine 18. 44 91 

: : Seattl —AV 

he ~ ee July %—Average prices on tone areas ty 3.—Average prices of 
red cedar shingles, f.o.b., mills, are: me gy ny aoe No. 2, $20-21; No. 3, $15; 

Rivals -eelers, No. 1, $39-41; No. 2, $30-31, ; : 
OL Teer ar $4.35-$4.40 Cedar Shingle logs, 317213; lumber logs 
fe * pp tieeteepen deanna cence 2:35- 2.40 | $32.00. os 
__ iienalpacasarnih tdi Bie eiet “1.60 | _Hemlock: No. 2&3, $14.50. 

Perfections: 

1-18" 5/24 see ec ecceceeeeeeeees $3.35-$3.50 MAPLE FLOORING 

ple 3, Rar nese ty 2.15 y 

is” & 314 ON ESSSANTSRERE COKE TCE Dans 30 Northern maple flooring mills report the 
eee nett Reseeeiseemenees ne eat average prices realized f.0.b. floor- 

XXX mi asis, durin h 
LY eerste $3.30-$3.35 | July 5: a 
op) eT, Se 2.15- 2.25 ; First Second 

RE 2 a gs Sia a a ee er ee tied 1.60- 1.70 SOM. vice nwuateneee $76.08 $72.41 Fgh 
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DOUGLAS FIR 


Seattle, Wash. July 3.—Current quota- 
tions f.o.b. mill on Douglas fir items in mixed 
cars for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 


B&btr. C D 

BHF eb ixintadawccmee $55.00 $51.00 $40.00 

Flat Grain Flooring 
MY cin AS Guardve, ladies $42.00 $40.00 $35.00 
NT viata ehacasa aaa ieee 45.00 44.00 35.00 

Drop Siding 
1x6 Pat. No. 106....$46.00 $44.00 $35.00 
1x6 Pat. No. 116.... 46.00 44.00 35.00 
Ceiling 

2 ae $36.00 $33.00 $22.00 
BEE a3 a vie mialanmrar onerous 40.00 38.00 26.00 

Boards and Shiplap 

1x6 1x8 1x10 1x12 
ae sae $30.00 $30.00 $30.00 $32.00 
Gs. Bows. sxc 26.00 26.00 26.00 26.00 
a See 18.00 18.00 18.00 18.00 

No. 1 Dimension 
12 14 16 18 20 

2x 4 ........$29.50 $29.50 $30.50 $30.50 $30.50 
See 29.50 29.50 30.00 30.00 30.00 
| i re 29.50 29.50 29.50 29.50 29.50 
ee ee 30.50 30.50 31.00 31.00 31.00 
Bee aac cca 31.50 31.50 32.50 32.50 32.50 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4x12-inch planks 20 feet and 


a I oo ihe wrcaiici deta ave wie wSaea Ly $28.00 
Sais SO fi. BG BROTUET.... «osc ccccsinwier 25.50 
TEMES SE Ee BS TOG s 6 eich sse swe ens ses 27.50 





WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin, Upper Michigan and Chicago 
territory: 


No. 1 Hemlock Boards, Rough, 81S or S1S1E 
Standard and Extra Standard: 


8 10, 12&14 16 
ee Be ere re $38.00 $39.00 $41.00 
eee ters 40.5 41.50 43.00 
Se A Aerie eee 40.50 41.50 43.00 
BONY 5.04.6 weenie metem aac 42.00 43.00 44.50 
SEE bases newiewewene 43.00 44.00 45.50 

For drop. siding, ceiling, 


foney shiplap 
grooved roofing or partition, add $3. 


No. 1 Hemlock Dimension, Rough, 81S1E or 
S48 Standard and Extra Standard: 





8’ 10,12 &14’ 16’ 18 & 20’ 
eer $42.50 $41.50 $42.50 $43.50 
See eee 40.50 40.50 40.50 43.50 
2 aan 41.50 41.50 41.50 43.50 
i saa 43.50 44.50 44.50 45.50 
BEE Gs vickhues 44.50 45.50 45.50 45.50 

Current prices of oak flooring are un- 


changed from list that appeared in issue of 


June 28.—EDITOR. 





to 28, inclusive. 


WESTERN PINES 


Following delivered prices, based on past sales, were reported to the Western Pine Association by members during the period June 23 


sive 30th direct and wholesale sales are included and are 
State of Illinois, outside of the Chicago metropolitan district, and the o 





———lllinois oe Pennsylvania———, 
PONDEROSA PINE 
Selects S2 or 4S— 

; 1x8 5/4RW 6/4RW 1x8 5/4 RW 6/4RW 
of See «acy $77.50 $78.26 $79.75 $75.48 $80.42 sik 
_ a: ae 61.08 65.86 66.42 61.87 68.00 Tre 

Shop, S2S— No. 1 No. 2 No.1 No. 2 
5 Ee ee $54.77 $45.96 ae 
Se is aw cee la eww ce 55.75 vivian $57.00 
Commons, S82 or 4S— No. 2 No. 3 No. 2 No. 3 
1x8 wed eg yards $46.06 $40.96 $48.50 $42.64 
p ot ee 47.06 41.75 49.79 42.60 
me. © GFE Te misc cse. ae ae ; 35.25 
LARCH-DOUGLAS FIR 
Dimension, No. 1— 
i ee ae $41.00 


based on specified items only. Two districts are given, one being the 
ther the State of Pennsylvania. Quotations follow: 
I 








r inois » v Pennsylvania—— 
IDAHO WHITE PINE 
Selects, S2 or 4S— 1x8 6/4 RW 1x8 6/4 RW 
Quality (D) RL..... er i ies $62.50 cree 
Solo- Ster- Stand- Colo- Ster- Stand- 
nial ling ard nial ling ard 
No. 1 No. 2 No. 3 No. 1 No. 2 No. 3 
Commons S2 or 4S— 
1x8 RL ..$55.71 $45.25 eietess $55.03 $45.25 
te i | eee 47.25 $87.50 60.33 49.50 
Utility S2 or 4S 
No. 4 4/4 RWE&RL.. 38.00 
SUGAR PINE 
Selects S2 or 4S— 
4/4RW 5/4RW 6/4RW 4/4RW 5/4RW 6/4RW 
2 & : Sreeeres saan sit arieila ds $75.50 $75.50 
Shop S2S— No.1 No 2 No. 3 No. 1 No. 2 No. 3 
oe setewees eer walea raat $60.30 aca een 
errs 61.50 ie 
ee xeeemeus 70.50 55.50 
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Amemcanfiunberman 


Current Market Review 


Softwood mill bookings ran about 18 
percent in excess of the production dur- 
ing the two weeks ended June 28, and 
shipments were 4.5 percent above pro- 
duction. Mill stocks have therefore been 
reduced, and order files greatly increased. 
Some western producing regions have 
been under weather and strike handicaps, 
and some West Coast mills are down for 
the holidays provided for in new labor 
contracts, while in the summer forest fire 
hazard season their log supply and output 
will be restricted. It is expected that after 
present handicaps have been overcome, 
the mills will make more headway with 
their files of unfilled orders. All sellers 
and distributors are gratified over the ex- 
tension of the National Housing Act, but 

little afraid of the effects of proposed 
priorities on metal accessories essential 
to building that may confine the supply 
to Defense areas. The greater activity of 
demand from rural retailers of the middle 
West and Southwest, because of good 
crops and improved prices, is highly en- 
couraging. It is not expected that pri- 





WESTERN RED CEDAR 


SEATTLE, WaAsH., July 3.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted 
in issue of May 17, 1941—EpiTor. 








NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Com. Com. Com. 


none Ash— FAS . . 
4 0 $48.00 $38.00 $28.00 


mince Seerione rs $75.00 $65. 


; Rr ens 80.00 70. 53.00 43.00 29.00 
ie ME ee 85.00 75.00 58.00 45.00 29.00 
Oe Waueiwone 90.00 80.00 61.00 48.00 30.00 


No.1 No.2 No.3 
Basswood— FAS Sel. Com. Com. Com. 
Pe. ivexmace $84.00 $74.00 $50.00 $38.00 $29.00 


Vk ee 89.00 79.00 55.00 42.00 29.00 
OR stenomios 92.00 82.00 58.00 438.00 31.00 
Ls Moe 99.00 89.00 68.00 44.00 31.00 
is Mere 104.00 94.00 75.00 53.00 Foe: 
Ley a aluiel nieisions 109.00 99.00 80.00 58.00 
Cie “siarsiercens 76.00 66.00 43.00 35.00 


No.1 No.2 No.3 

— Maple— FAS Sel. Com. Com. Com. 

Reeerevegaere $88.00 $73.00 $54.00 $41.00 $24.00 

‘ eee er way 93.00 78.00 59.00 44.00 25.00 

Br seo alcteherace 96.00 81.00 64.00 45.00 26.00 

O -Qteseroe 103.00 88.00 69.00 45.00 26.00 

, eee 103.00 88.00 69.00 46.00 26.00 

BG tesann veratoin 113.00 98.00 77.00 51.00 arene 
 Scuine te 113.00 98.00 79.00 51.00 
ee careers 133.00 118.00 91.00 54.00 
Pools 133.00 118.00 91.00 54.00 


No. 1 No. 2 No. 3 


oom EIlm— FAS Com. & Sel. Com. Com. 

_ See $61.00 $50.00 $39.00 $29.00 

So ae 64.00 53.00 40.00 29.00 

J eer 64.00 53.00 41.00 30.00 

Li ee 67.00 56.00 42.00 30.00 

is See 70.00 59.00 44.00 oe 
Ree oda totnlan's 75.00 64.00 49.00 


No.1 No.2 No.3 


Serato FAS Sel. Com. Com. Com. 
Ak $111.00 $96.00 $62.00 $41.00 $27.00 
Sk eee 116.00 101.00 70.00 49.00 28.00 
J, eee 118.00 103.00 76.00 55.00 28.00 
WO cu wine 120.00 110.00 86.00 60.00 28.00 
ae ee 122.00 112.00 89.00 61.00 
dk Ser ee 124.00 114.00 93.00 66.00 
TELE cea wn 173.00 163.00 133.00 ee 
a ee 94.00 79.00 58.00 40.00 
BPW. -Soraiaus 97.00 82.00 62.00 41.00 re 
No. 1 No. 2 No. 3 
Soft Maple— FAS Com. & Sel. Com. Com. 
, Berea. $71.00 $51.00 $37.00 $27.00 
ere 76.00 56.00 41.00 28.00 
i 84.00 61.00 46.00 28.00 
os, ee 91.00 66.00 47.00 28.00 


orities will be applied to lumber, for the 
industry seems capable of supplying the 
ever-increasing need for its products in 
Defense work, and furnishing to the 
regular trade its needs in items not needed 
for Defense. Prices in general are rising ; 
the gain in strength of southern roofers, 
which had recently been notably weak, is 
outstanding ; and the Government is mak- 
ing necessary upward revisions in the 
price of Northeast “hurricane” pine. Ad- 
vances in West Coast uppers have 
brought rumors of the fixing of a price 
ceiling for these. The recent recommen- 
dation of the industry committee that the 
lumber minimum be raised to 35 cents, 
foreshadows a further increase in costs in 
about three months; but if Congress fol- 
lows its other recommendation that small 
intrastate mills be required to pay this 
minimum, the industry as a whole will be 
relieved of much unwholesome competi- 
tion. Water-served markets—Atlantic 
coast and California—find it increasingly 
difficult to obtain vessel space; and there 
is occasional shortage of cars for the rail 
movement, though the railroads are carry- 
ing out a big building program that is 
calling for much car material. Retailers 
have been advised by one of their leaders 
to re-consider their policy of carrying 
minimum stocks. There will be an added 
burden thrown on the roads as Defense 
industries get into production, and that 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week ended 
ended July 7: 


Quartered Red Gum Plain Red Oak 
No. 1 & Sel.— s— 
ree 45.75 4/4 Ore 52.00 
Plain Red Gum D/4 wseeee ™ 60 
= "Beene 85.00 @90.00 
pees 41.50 | No. 1 & Sel.— 
“Quarterea Sap Gum | 4/1 ------36.00@37.00 
FAS— Began 52.50@53.00 
ere 60.50 . ee 
pees 63.50 : . 
hi 61.95 | 4/4 -+eeee 32.00 
beara 65.00 Plain Poplar 
No. 1 & Sel.— No. 1 Com.— 
ae 48.25@55.00 aS Boe 43.00 
Plain Sap Gum inna "33.00 
AS—- 53.75 | No 2B Com— 
Uk eee 53.75 | 4/4 1.0... 23.25 @ 24.50 
eS 60.50 
aan Ash 
No. 1 & Sel. No.2¢ 
YS ae 39.75 @40.50 | ¢ 0. 6 Com.— 
5 /4 rte 4 50 /4 eeereee 30.00 

A Hickory 
Ge cacwss 45.00 No.1 & Sel 
No. 2 Com.— wn — 3 
a/4 04.50 | 4/4 «---- 35.00 

Sachets eee 39.00 

ray Black Gum ee 42.00 

Magnoli 
So hees 60.00 | PAS— . 
ot 1 & Sel— 1/|4/4 ...... 69.00 
i eee 47.00 @50.50 No, 1 & Sel.— 

Plain Binck Gum §$i/| 4/4 ...... 45.00 
No. 1 & Sel.— 3/4 hasbeen 53.00 
Fe enaees 38.50 Pecan 

Plain Tupelo Loe — 30.25 
FAS— Cypress 
si eee ai 49.50 FAS— 
No 1 & Sel.— S78 ..... 118.25 
tenes 36.00 | 16/4 2202: 128.25 
a Selects— 
me. Ota 4(4 so. 48.00@50.00 
75 @12.75 — 
OO 5.0005 11.75 @12.75 yale ase 

Plain White Oak | Seer 43.00 
No. 1 & Sel.— | Rae 48.00 
Vy eee 36.00 | 8/4 ...... 50.00 
No. 2 Com.— No. 2 Com.— 

DS saxeks $2.00 1 €78 5.2.5 30.00 
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their output is increasing is indicated by 
a more active demand for box grades. 

Demand for hardwood has shown re- 
cent improvement. Stocks at mills are 
low, with an unusual proportion of them 
green, and logging operations of many of 
those in the South continue to be cur- 
tailed by rains. Oak flooring is moving 
in larger quantities, especially to Defense 
projects, and prices of both finished prod- 
uct and rough stock have been advanced. 
Furniture industry demand is reported to 
be quite active and to have given new 
strength to all items of the gums. The 
northern price list has been revised, with 
advances constituting the bulk of the 
changes. Demand from the Defense in- 
dustries for low grades for containers has 
been steadily gaining. 

The lumber price index of the Bureau 
of Labor Statistics (1926 = 100) was 
119.2 for the week ended July 5, com- 
pared with 117.8 for the week ended 
June 21. 








FOR 
TODAY’S BUILDINGS... 


. .. there is no flooring more pleasing or 
practical than Northern Hard Maple. Year 
after year of service has proven Maple's 
abrasion-free, long life—yet it promotes 
comfort, health, and worker efficiency in a 
truly 1941 manner. And Maple's natural 
beauty now has more modern versatility 
than ever—with penetrating-seal or color 
finishes and selected grades—in strips or 


blocks. 


Every month the Maple Flooring Manufac- 
turers Association points out in national 
advertising the advantages of using Maple. 
There's good business ahead for dealers 
who stock MFMA Hard Maple—(grading 
supervised and guaranteed by the Associa- 
tion). Write for grading rules and infor- 
mation on finishes—natural or color. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Illinois 








Floor x 6 


NORTHERN UH D 





The Longest-Wearing Comfortable Floor 
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OBITUARY RECORD 








JAMES H. MORGAN, 66, vice president 
and secretary of the Edwin Taylor Lumber 
Co., Hartford, Conn., died June 29 at his 
home following a heart attack. Mr. Mor- 
gan first became an employee of that com- 
pany in 1891, and in 1910 was advanced to 
position of secretary. He was a veteran 
of the Spanish-American War and was 
past commander of Charles L. Burdette 
Camp. Mr. Morgan served as a trustee 
of a Hartford bank and was a past presi- 
dent of the Connecticut Universalist Con- 
vention. He held the same distinction 
with the Hartford City Club, and was a 
director of an automobile club. In 1925, 
at the time of the death of the late E. P. 
Taylor, one-time head of the Taylor firm 
and son of the founder, the American 
Lumberman received from Mr. Morgan 
a letter of tribute to Mr. Taylor. Although 
it was not written for this purpose, it is 
reproduced here, in part, as being par- 
ticularly applicable to the character of 
its author, James H. Morgan: “His was a 
modest and retiring nature, his thought- 
fulness of others, his love for all things 
beautiful and clean, his sympathetic man- 
ner, his devotion to his home and business, 
his principles of honesty and integrity 
under all conditions, had endeared him in 
the hearts of all his friends, and he leaves 
a blessed memory of the true example of 
a perfect gentleman, a true friend and 
counselor, and a leader in all things for 
the good of better business. This is a 
heritage far beyond our present compre- 
hension.” 


HOMER W. BALLINGER, 53, manager 
until his retirement in 1940, of the Clark 
County Lumber Co., Springfield, Ohio, and 
during the NRA, national chairman of the 
National Retail Lumber and Building Ma- 
terial Code Authority, died June 24 at 
Preston Springs, Ont., Canada, where he 
was receiving treatment at a clinic. He 
held his position with the Clark County 
company for 27 years. He had served as 
an officer of the Ohio Association of Re- 
tail Lumber Dealers. Mr. Ballinger was 
an ardent sportsman and was first presi- 
dent of the local chapter of the Izaac 
Walton League. He was a member of the 
board of directors of the Springfield 
Chamber of Commerce and of a former 
builders’ exchange. He was a prominent 
Rotarian and active in several fraternal 
organizations. The widow survives. 


EMERY D. REITZEL, 40, treasurer and 
manager of the Kendall Lumber & Coal 
Co., Ine., Kendallville, Ind., died June 27 
in a Fort Wayne hospital from a spinal 
affliction. He had been with the Kendall 
company since 1939, his previous connec- 
tions having been with the Woodmar 
Lumber Co., Hammond, Ind. Mr. Reitzel 
devoted much of his time to civic better- 
ment. He was president of the local 
chamber of commerce and vice president 
of the Kendallville Lions Club. He was 
interested in Boy Scout work and assisted 
a town dramatic group. He is survived 
by his widow, his father, a son and a 
daughter. 





J. M. KUEBLER, 77, president of the 
J. M. Kuebler Co., sash and door company 
at Wausau, Wis., died June 30, his 77th 
birthday, of a heart attack suffered at his 
plant. Mr. Kuebler had been a resident 
of Wausau for 60 years having first been 
associated with Curtis & Yale Co. there. 
In 1911 he formed his present company in 
connection with the late George Silber- 
nagel and the late John M. Lull. The firm 
took over the Werheim Woodworking Co. 
at that time. He was active in a fraternal 
organization. A son survives. 


ERNEST DOE, assistant manager of 
Lumberman’s Supply, Inc., Swanston Sta- 
tion, Cal., and former manager of the 
Stockton Lumber Co., Stockton, Cal., died 
June 26. Prior to his affiliation with the 
Stockton company, which lasted for 14 
years, Mr. Doe managed a lumber mill at 
Libby, Mont., one at Marshfield, Ore., and 
built a mill at Klamath, Ore. He was a 
Hoo-Hoo member and belonged to a fra- 
ternal order and several social and busi- 
ness clubs. The widow and two children 
survive. 


LAUREL D. GOTSHALL, 81, president 
of the Gotshall Manufacturing Co., To- 
ledo, Ohio lumber manufacturers and re- 
tailers, died July 6. He had been ill for 





some time. Mr. Gotshall organized his 
firm in Archibold, Ohio, where a branch 
office and mill are still maintained. He was 
a member of the Concatenated Order of 
Hoo-Hoo and the Ohio and Toledo Cham- 
bers of Commerce. Surviving are his 
widow, two daughters and several grand- 
children. 


H. EMIL GAUEN, 54, president of the 
Gauen Lumber Co., retail line yard firm 
with headquarters at Collinsville, Ill., and 
head of a building and loan association 
there died June 25. He had been ailing 
for some time and his death was not un- 
expected. Mr. Gauen entered the lumber 
business with his late brother in 1924, 
and became prominent in Collinsville civic 
enterprises. His mother, his widow, two 
sons and a grandson are among the sur- 
vivors. 


EDWARD BOWER, 72, Arkansas and 
Iowa lumberman died at Davenport, Ia., 
June 20. Mr. Bower was for many years 
interested in the Eagle Lumber Co., Eagle 
Mills, Ark., and when that sawmill cut 
out he moved to Davenport where he had 
large holdings in the North American 
Timber Co. Surviving are a son and a 
grandson. 


NATHAN E. HOLDEN, 79, wholesale 
lumber salesman at Danville, Ill., died 
June 26. He had been in failing health 
for two years. Mr. Holden operated the 
Holden Lumber Co., a retail firm in Dan- 
ville, for a number of years. He was for- 
merly very active in civic and political 
affairs of the city. Surviving are three 
sons, 


ALBERT KETTERER, 81, former presi- 
dent of the Fennimore Lumber Co., Fenni- 
more, Wis., died suddenly of a heart at- 
tack June 29. He became associated with 
the Fennimore company in 1910. He was 
also interested in a dairy concern. Sur- 
vivors include a son, three grandchildren 
and four great-grandchildren. 


WILLIAM RINKENBERGER, 77, head 
of the William. Rinkenberger Co., retail 
lumber and planing mill firm at Washing- 
ton, Ill., died June 19. He was a director 
of a building and loan company and a 
bank. Surviving are one son and a grand- 
daughter. 








GEORGE McCALL, 80, associated for 
more than 50 years with lumbering on 
the Menominee Indian reservation at 
Shawano, Wis., died June 24 at his home 
in Neopit, Wis. He had been ill five 
months, and was said to be the last of 
the old time lumberjacks of the vicinity. 


CLYDE RODGERS, 62, wholesale lumber 
dealer at Denver, Colo., for the past 10 
years died recently at his home of a heart 
attack. Mr. Rodgers was formerly con- 
nected with several large lumber mills in 
the Pacific Northwest. He is survived by 
his widow and a son. 


EUGENE STARR OVAITTE, 61, mana- 
ger of the recently constructed Cleveland- 
Oconee Lumber Co. plant at Albany, Ga., 
died June 20 following a heart attack. He 
had moved to Albany only 18 months be- 
fore from Tennille, Ga. 





ARTHUR H. GOODELL, 77, lumber and 
coal dealer at Omaha, Neb., since 1892, 
died June 24 after a seven month illness. 
He retired from business last November. 
The widow, a daughter and a grandson 
survive. 


MISS CLAUDIA PECK, 43, manager of 
the J. S. Peck & Son Lumber Co., Carding- 
ton, Ohio, died June 12. She had been 
managing the yard due to the illness of 
her father. Her parents and two sisters 
survive. 


JOHN W. HASEMEIER, 48, president 
and manager of the West Adams Lumber 
Co., Los Angeles, Cal., died June 24. He 
was a World War veteran. Survivors in- 
clude his widow and a son. 


W. L. GODLEY, 62, for the past seven 
years a representative of the Dierks Lum- 
ber & Coal Co. in Chicago, Ill. died July 7 
following an operation. Mr. Godley had 
been connected with the lumber industry 
during his entire working career and had 
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lived in Chicago for 26 years. Burial was 
in his home town, Dallas, Tex. He is sur- 
vived by his widow and one son. 


FRANK A. ASHBY, 85, retired timber 
buyer for the Marked Tree, Ark., branch 
of Chapman & Dewey Lumber Co., died 
July 7. Three daughters and a son sur- 
vive. 

REUBEN A. JOY, 55, president of the 
Joy-Tarbell Lumber Co., Chicago, Ill., died 
June 26 of a heart attack on a downtown 
street in Chicago. The widow, two sons 
and two daughters survive. 


EDWARD J. HILL, 65, owner of the Ed 
Hill Sash and Door Co., Los Angeles, Cal., 
since 1913, died June 24. His widow sur- 
vives. 

MARCELLUS KREIG, 84, former lumber 
dealer at Nelsonville, Ohio, died late in 
June. He was a member of a fraternal 
organization. 

EDGAR W. BONE, 60, proprietor of the 
Joshua Lumber Co., Joshua, Tex., for 33 
years, died June 25 in a Fort Worth, Tex., 
hospital. The widow is a survivor. 


LEONARD BACON, JR., partner in the 
Burley-Bacon Lumber Co., Fort Stockton, 
Tex., was killed recently in an automobile 
accident. 








Saw Firm Enlarges Plant for 


Defense Production 


PHILADELPHIA, Pa., July 7—A_ double 
ceremony of considerable significance in this 
period of production speed-up took place re- 
cently at the Henry Disston & Sons, Inc. 
plant here. The cornerstone laying of a new 
$675,000 boiler house was followed imme- 
diately by the dedication of the new U. S. 
Army Philadelphia armour plate plant. 

The latter was built and equipped by the 
United States government with the Disston 
firm acting as consulting engineers. It will 
be operated by the Disston company on a 
lease basis, producing armor plate. The new 





S. Horace Disston, president of Henry 

Disston & Sons, Inc., laying the corner- 

stone of a new boiler house, an addi- 
tion to the Disston 65 acre plant 


power plant is expected to augment the 
firm’s production of saws and tools. 

S. Horace Disston, president of the com- 
pany, laid the boiler house cornerstone and 
spoke at the armor plate plant dedication. 
William D. Disston, vice president, was 
chairman. 

The dedicatory services included the 
awarding of service pins to long-time Diss- 
ton employees. George Metzger, 84 year 
old foreman of the blacksmith shop received 
a solid gold, diamond studded pin in honor 
of his 70 years of active employment. Nine 
active employees possess 60 year pins, 54 
have 50-year pins. 
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Market News 


(Continued from Page 71) 


North and East has also been good. Prices 
on air dried roofers have been advancing 
in Georgia as well as in Virginia and the 
Carolinas. Georgia main line mills quote 
$24.50 to $25. In North Carolina, 6-inch 
were being sold at $26 and up f.o.b. mill. 


Buffalo, N. Y. 


Stocks available at the mills are scarce. 
Retailers are in need of more lumber in 
many cases, but obtaining it is difficult. 
The amount of new construction is larger 
than it was a year ago, particularly in 
the suburban sections. Lumber of all 
kinds is strong in price, and some un- 
expected advances have taken place in 
the past week or two. Southern pine 
roofers are selling considerably above the 
quotations recently prevailing. Shingles 
are also higher. 


HARDWOODS—A good deal of stock is 
going to Defense industries. Furniture 
factories in most cases have a good run 
of orders on hand. Prices in various hard- 
woods are being well maintained and in 
some cases it is quite difficult to obtain 
shipments promptly from the mills. Birch 
continues in small supply. 


WESTERN PINES—Some of the Idaho 
and Ponderosa mines are reported closed 
down, and a general shortage of stocks 
is interrupting trade. Prices are advanc- 
ing. Wholesalers report that they are 
obliged to do much shopping around. 


NORTHERN PINE—Demand is stimu- 
lated by shortages in various other woods. 
Mills have no large supplies to offer, as 
much Canadian lumber is wanted for ex- 
port. Crating stock is much in demand, 
and a stiff market exists in the lower 
grades. The entire list is strong. 


Baltimore, Md. 


NORTH CAROLINA PINE—Prices again 
show strength, because of expansion in 
the demand for low-cost home and indus- 
trial building and increasing requirements 
of box manufacturers. Mills keep run- 
ning at top speed and disposing of their 
output as fast as it can be made avail- 
able. No actual scarcity has developed, 
for consumers have assured themselves 
of ample supplies by placing heavy ad- 
vance orders. 





GEORGIA PINE—Demand for longleaf 
continues at a rate which tests the abil- 
ity of the mills, and some distributors who 
contracted for governmental needs now 
find themselves unable to fill them. 


CYPRESS—tThe firmness of the market 
is pronounced. The mills find a ready 
market for their production. 





WEST COAST WOODS—Increasing de- 
mand for fir, spruce, Ponderosa pine and 
other woods is causing them to record 
new high prices. Further withdrawals of 
vessels are forcing shippers to turn to 
the railroads. So far, supply has sufficed 
to take care of needs, but the outlook is 
uncertain. 





HARDWOODS—The entire list is mov- 
ing upward, with some items advancing 
more rapidly than others. Distributors 
are disposed to place orders with greater 
freedom. The order files of mills are in- 
creasing. Stock lists include increasing 
quantities of green lumber. Oak flooring 
has lately been marked up $5, with maple 
about $2.50 higher, and plants have a 
market for all they can furnish. 


Cash Prizes to Be Awarded to 
Champion Truck Drivers 


Top flight truck drivers from 31 States 
will converge upon New York City’s Madi- 
son Square Garden next October to take 
part in the fifth annual truck driving cham- 
pionship contests sponsored by the Ameri- 
can Trucking Associations. The Interna- 
tional Harvester Co. has announced that it 
will award cash prizes to 1941 State cham- 
pions. 

Winners in State final contests will be the 
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the equipment and machinery to be used in 
the Port Alberni plant in view of the grow- 
ing importance of plywood in wartime con- 
struction. It will be equipped with a lathe 
capable of converting logs eight feet in 
length and 110 inches in diameter into veneer 
in less than 15 minutes. The plywood will 
be manufactured by the hot-plate process. 

Output of the new plywood unit will be 
marketed by B. C. Plywood Ltd., managed 
by E. B. Ballentine, which over the last few 
years has built up an active merchandising 
organization across Canada and in other 
countries. 








Three new Moore "'cross-circulation” kilns have recently been installed by the Insular Lumber Co., 
Fabrica, P. |. The Philippine firm now operates 13 such kilns at this hardwood plant, which is said 


to be one of the largest such plants in the world. 


Production is about 75 million feet per year. 


Modern sawmill and planing mill equipment has also been recently installed. 





competitors in New York. The Interna- 
tional Harvester prize money will be 
awarded in three classes: truck and semi- 
trailer, truck and four-wheel trailer, and 
straight truck. 





Loadings of Revenue Freight 

The car service division of the Associa- 
tion of American Railroads reports that 
revenue freight for the two weeks ended 
June 28 totaled 1,794,222 cars, showing an 
increase of 78,307 cars over the number for 
the two weeks ended June 14. Forest prod- 
ucts loadings of 89,959 cars show an increase 
of 5,303 cars over the number for the two 
weeks ended June 14. 


Will Build New B. C. Plywood 
Mill 

Vancouver, B. C., July 9.—To meet the 
rapidly-growing wartime demands of the 
construction industry, the H. R. MacMillan 
interests have decided to proceed at once 
with establishment of a $500,000 plywood 
mill at Port Alberni, B. C., adjacent to their 
extensive west coast sawmill operation. It 
is said that when the Port Alberni plant 
is completed and in production before the 
end of 1941, the MacMillan interests will 
be the largest producers of plywood in the 
world, with an annual capacity of more than 
150,000,000 square feet. 

Announcement of the expansion program 
was made recently by W. J. Van Dusen, 
vice-president of Alberni-Pacific Lumber Co., 
Canadian White Pine Lumber Co. and other 
MacMillan enterprises. 

Mr. Van Dusen said that the Canadian 
Government had readily granted priority for 





Hymeneal 


BOLINGER-STOLL — Miss Patricia 
Stoll, daughter of Mr. and Mrs. Clifford B. 
Stoll of Marion, Ohio, was married to Ken- 
neth Wayne Bolinger, June 14, in the 
home of her parents. Mr. Bolinger, son 
of Mr. and Mrs. Glen Bolinger of Edison, 
is assistant manager of the Avenue Lum- 
ber Co. of Marion. 


McJILTON-DEREMIAH — Miss LaVerne 
Deremiah, daughter of Mr. and Mrs. 
Charles Deremiah, was married at Fisher, 
Ill., June 15, to Jack McJilton, son of Mr. 
and Mrs. L. C. McJilton. Mr. McJilton is 
associated with his father and grand- 
father in the lumber business in Fisher. 


FOLGER-BUSCH—Miss Marion Busch, 
daughter of Mr. and Mrs. Ray Busch of 
Libertyville, Ill, was married at Long 
Grove, June 21, to Robert Folger of Briggs 
Lake. Mr. Folger is assistant manager of 
Libertyville Lumber Co., Libertyville, Ill. 


CRANE-BECKER—Miss Joan Becker, 
daughter of Mr. and Mrs. Max Becker, of 
Buffalo, was married on July 5th to Lieut. 
James L. Crane, Jr., of Camp Stewart, 
Ga., son of Mr. and Mrs. James L. Crane, 
of Buffalo. Lieut. Crane’s father is presi- 
dent of the Crane Lumber Co. of Buffalo 
and Thessalon, Ont. The ceremony took 
place in Westminster Presbyterian Church, 
Buffalo, the Rev. Albert G. Butzer offi- 
ciating. a es 

MOUNCER - HAMMOND — Miss Helen 
Hammond, daughter of Mr. and Mrs. 
Charles Hammond of South Bend, Wash., 
and George W. Mouncer, son of Mr. and 
Mrs. John Mouncer of Elma, Wash., were 
married in South Bend, June 21. Mr. 
Hammond is a Willapa Harbor logging 
operator. Following a honeymoon trip, 
Mr. and Mrs. Mouncer will make their 
home in Raymond, Wash. 


DEMPSEY-LAGASA—Miss Marian Perry 
LaGasa, daughter of Dr. and Mrs. James 
A. LaGasa of Tacoma, Wash., was married 
to Danaher Michael Dempsey, son of Mr. 
and Mrs. John J. Dempsey, also of Tacoma, 
at St. Patrick’s Catholic church in Tacoma, 
June 28. The bridegroom’s father is a 
prominent Tacoma lumberman. Following 
a honeymoon trip to Canadian resorts, Mr. 
and Mrs. Dempsey will make their home 
in Seattle. 
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CLASSIFIED 





How to Figure Costs for Advertising 
In Classified Department 


RII i ccndceardrenscasovecenes 30 cents a line 
Two consecutive issues........... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues........ $5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the _ signature. 
counts as two lines. 


No display except the heading is 


Heading 





permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








Too Late To Classify 





CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





GOVERNMENT CONSTRUCTION REPORTS 


Weekly reports on new jobs and repairs. 
Lists all construction awards. $8.00 per year. 
Samples free upon request. 
NATIONAL BUSINESS BUREAU 
National Press Bldg. Washington, D. C. 





HUNTING AND FISHING 


Here’s your answer to...where, when, and how to 
eatch more fish and get better hunting....Read 
OutdoorsMan, the national magazine for sportsmen. 
Get it at newsstands, 1l5c, or send 15c in stamps to 
the publication. Its beautiful man and boy cover 
is ideal for framing. 

OUTDOORSMAN, 


388 South Fourth St. Columbus, Ohio. 
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Employees 


SESS ~~ 


EXPERIENCED RETAIL LUMBERMAN 
To assist and relieve owner. Congenial working 
conditions. No objection to age if in good health. 


Moderate salary to begin. Southern Michigan. 
Adaress “P. 56,” care American Lumberman. 


EXPERIENCED MAN 


In drafting, estimating, bookkeeping, selling, etc. 
Give complete qualifications in first letter. Out- 
lying Chicago territory. ’ 

Address “P. 58,” care American Lumberman. 


MAN WITH RETAIL LBR. YARD EXPERIENCE 


Must have high school education, furnish refer- 
ences, must be able to figure estimates, married 
or single, employment to begin at once, combina- 
tion grain and lumber yard located 40 miles from 
Chicago. 

Address “P. 85,"" care American Lumberman. 


WANTED: SALES ASSISTANT 
In Softwood Wholesaler’s office, selling mainly to 
retail yards. Require good correspondent and a 
hustler. Small salary to start but increases in 
proportion to ability. Fine opportunity with well 
established firm for right man. State age, family, 
employment record, experience, draft status, refer- 
ences and whether can come to St. Paul, Minn., 
for interview in first letter. 
Address “P. 63,’. care American Lumberman. 














CAPABLE MANAGER 


To establish a wholesale lumber department han- 
dling yellow pine, fir and hardwood; carload ship- 
ments. Must be experienced. Give age, nationality, 
present location. Excellent opportunity. Chicago. 
Address “P. 48," care American Lumberman. 


EXP. RETAIL LUMBER YARD MANAGER 
No buying nor sales promotion required. Must be 
good housekeeper, efficient, and economical opera- 
tor. Yard forty miles from Chicago; fifty thou- 
sand population. 

Address “P. 75," care American Lumberman. 








AGGRESSIVE LUMBERMAN 
Capable of managing a yard in competitive Towa 
point. Must be a good salesman, able to draw 
plans, good mixer, and reliable. Permanent for 
right man, under 40. Photo and salary expected. 
Address “P. 89," care American Lumberman. 





SALESMAN—ESTIMATOR 
Must possess pleasing personality and aggressive 
aptitude. Good salary. Michigan location. Please 
submit snapshot with application. 
Address “P. 46,” care American Lumberman. 


WANTED: YOUNG MAN FOR SECRETARY 
To line yard executive, Chicago district. Statistical 
and general office work. Should have few years 
college and have knowledge of shorthand and 
typing. Draft deferment preferred. 

Address “‘P. 45," care American Lumberman. 


EXPERIENCED BOOKKEEPER 


Wisconsin retail yard. Looking for man who can 
work into more responsible position. 
Address “P. 78,” care American Lumberman. 











ONE EXPERIENCED DETAILER AND BILLER 

For millwork and interior trim factory; also ex- 

nerienced lumber inspector on hard and soft woods. 
HYDE-MURPHY COMPANY, Ridgway, Penna. 





CENTRAL ILLINOIS LUMBER YARD 
For Sale. Extra good one yard town. Good build- 
ings. Opportunity. 
Address “P. 76," care American Lumberman. 





Wanted -- Salesmen 


ASSISTANT SALES MANAGER 


Combination Pine and Hardwood Mill in south 
Louisiana, capacity million and half feet a month, 
has opening for young man with experience in 
handling sales for mill and willing to travel in 
surrounding territory and Middle Western States. 
Excellent opportunity for right man. 

Address “P. 29," care American Lumberman. 








WANTED: COMPETENT MAN 


Exempt from draft, to sell stokers, coal and 
applied roofing and siding to home owners. Apply 
by letter giving age and experience. 

Address “‘N. 87,"’ care American Lumberman. 


A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





WANTED: BOOKKEEPER 
With some knowledge of lumber business. 
Address “P. 77," care American Lumberman. 





EXPERIENCED STENOGRAPHER 
By well established lumber concern, competent in 
handling lumber quotations and general office 
work. Give experience, references and age. 
RICHARD P. BAER & CO., Bogalusa, La. 








Employment 
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HIGH GRADE SALES MANAGER 


The man for whom this ad is inserted has an 
extremely successful sales management record. He 
has had years of actual road experience selling to 
the buyers direct and enjoys a wide acquaintance- 
ship among important lumber buyers. He’s a real 
organizer. He knows how to get exceptional co- 
operation from sales representatives. He’s well 
liked, has a wonderful personality. His methods 
get and retain the business of good customers. 
His selling costs are low. He sells profitably—gets 
good prices. 


The man referred to does not know of the specific 
placement of this ad. It is being carried by a 
personal friend who has been closely associated 
with him in a business way and who knows his 
capabilities. The only reason why he will be avail- 
able in two or three months is that the mill with 
which he has been connected for a number of years 
is cutting out. He will be a real find for the 
lumber manufacturer who desires to put his sales 
department onto an_ efficient, result-producing 
basis to meet any competition. Very best of rec- 
ommendations from present employer. A confi- 
dential interview may be arranged by addressing 
“P. 31," care American Lumberman, Chicago. 





POTENTIAL MILLWORK EXECUTIVE 
Desires change from present connection of nine 
years; family man, age 35, wide acquaintance 
throughout south and southwest. Chief attributes 
are keen intelligence, good education in Archite: 
ture, CBA graduate, honesty, loyalty and ability 
to handle any heavy position of detailing, billing, 
selling or estimating in the special or stock mill- 
work business. My past record and private life 
open to closest scrutiny. Desire position with firm 
not employing owner’s family or relatives. Wel- 
come heavy responsibility. Confidential. 

Address “P. 81,” care American Lumberman. 





MGR. RETAIL LBR. & BLDG. MATERIALS 


Capable of assuming full responsibilities of retail 
yard. High type executive. Thoroughly experi- 
enced in selling, buying, credits, accounting and 
all managerial duties. 15 years with large con- 
cern. Salary or percentage. Age 40. Married. 
Address “‘P. 44,” care American Lumberman. 





BAND SAW FILER WANTS JOB 
Can make saws stand hard feed. Any kind of 
timber. Am good welder. 
Address “P. 64,’" care American Lumberman. 





LUMBER SALESMAN 


Wants connection with substantial, reliable whole- 
saler. Prefer territory in or adjacent to Chicago. 
Familiar Southern and Western products. 

Address “P. 62,’’ care American Lumberman. 





EXPERIENCED RETAIL LUMBERMAN 


Wants position. Age 43, experienced in outside 
operation, management, sales, chain yard, whole- 
sale lumber and millwork, drawing, listing, install- 
ment Package Sales. Present location is central 
New York. 

Address “P. 73."" care American Lumberman. 





PACIFIC COAST REPRESENTATIVE 


Available to manufacturers of tools and machines 
used in the lumber industry, shipyards and con- 
tracting. I am also interested in chemical prod- 
ucts for industries above mentioned. 

Address “P. 83,” care American Lumberman. 





COMPETENT SAW FILER 
9-foot Band Mill and Resaw cutting both Hard- 
wood and Pine. Permanent position to right man. 
RICHARD P. BAER & CO., Bogalusa, La. 





Employment 
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EXP. ALL AROUND RETAIL YARD MAN 
I have had thirteen years of experience in a lum- 
ber vard as buyer, salesman, drawing of plans, 
taking material list off from blueprints, estimating, 
and also supervised construction of contracts. 
should like to secure a similar position with a 
reputable and growing concern. 

Address “P. 90," care American Lumberman., 





RETAIL YARD MANAGER OR ESTIMATOR 
Thoroughly experienced. 15 yrs. megr., 6 yrs. as es- 
timator and salesman. Age 40. Now employed. 
References. Central Illinois preferred. 

Address “P. 80," care American Lumberman. 





LUMBER SALESMAN-MILL REPRESENTATIVE 


Successful record. Seeks connection to represent 
manufacturer in Eastern territory. Familiar with 
both Wholesale and Retail yard trade. Located 
New York. 

Address “P. 87,”"" care American Lumberman. 





GENERAL OFFICE WORK IN LUMBER YARD 

Young man 24 years old, High School and two 

years college education, married, wants position. 
Address “‘N. 79,’’ care American Lumberman. 
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